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A new era in life insurance field work 
has arrived. 

Perhaps it is here because of Social 
Security or the Administration's activities 
in finding out how stable our business is, 
or it may be because of an awakening of 
our thinking. 

Whatever it may be, it is quite certain 
that today the life underwriter has one 


sonally chosen purchasing agent to help 
him buy wisely and well. 


To do this, an underwriter has to know 
how to find out vital information, such as 
income, expenses, ambitions, obligations, 
etc., from buyers of life insurance. Then 
having such information, must know how 
to make proper recommendations and 
problem solutions such as will give life in- 


objective—to become the "buyer's" per- surance a chance to stand on its feet. 


Likewise, the company with which you are associated must know your conditions and 
circumstances before recommendations can be made for self-improvement. 

The Midland Mutual's agency slogan is—''A Better Income Through Better Service in 
1940."" A slogan is meaningless unless hooked up with tangible aids. The Midland Mutual 
has concrete information-finding, problem-solving, agency-building and business-producing 
helps. It would take too long to adequately explain in detail. If you are interested, write, 
and a clear picture of what the Midland Mutual can do for you will be sent you. 

Many men tell us that an agency contract with the Midland Mutual is a prized possession. 
This, naturally, is information which we will pass on to those of you who want to make 
more money in 1940. 
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February 27, 1940. 


Mr. H. He Armstrong, Vice President 
Travelers Insurance Company 

700 Main Street 

Hartford, Conn. 


Dear Mr. Armstrong: 


The Board of Directors of the Life Underwriters! 
Association of the City of New York has instructed 
me, as secretary, to write to you in appreciation 
of some of the advertisements which you have placed 
in national periodicals. The Board is particularly 
gratified because of your effort to increase the 
prestige of the agent. 


Many members have said that this type of company 
advertising has definitely made their path easier 
and increases their morale and confidence when 
calling upon a prospect. 


We hope you will find it possible to continue this 
form of advertising in the future. 


Sincerely yours, 


JMH: LAH John M. hes, 
Managing Secretary. 








THE TRAVELERS 


The Travelers Insurance Company 
The Travelers Indemnity Company 
The Travelers Fire Insurance Company 
The Charter Oak Fire Insurance Company 
‘Hartford, Connecticut 
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Decrease Is Noted 
in Agency Force 
in Last Five Years 


Interesting Figures Are 
Given by the Research 
Bureau 


From data submitted by 76 companies 
representing 79 percent of the total new 
ordinary and industrial business in the 
United States in 1938, the Sales Re- 
search Bureau has estimated a total of 
192,500 agents’ contracts in force in the 


United States as of Aug. 1, 1939. Of 
this number, 121,400 were contracts 
with ordinary companies or with the 


ordinary departments of industrial com- 
panies; 71,100 were contracts held by 
industrial agents, a majority of whom 
sell both ordinary and industrial insur- 
ance. 


Number Has Decreased 


The total agency force has shown a 
distinct downward trend since 1934, the 
decrease in total number being 24,900 
or 11.5 percent of the number in force 
in 1934. There has been practically no 
change in the number of industrial 
agents, but there has in this period been 
a drop of 16 percent in the case of the 
ordinary agents. 

The figures also show some interest- 
ing data on the trends by types of con- 
tracts. Full-time ordinary contracts 
have decreased 21 percent; part-time, 33 
percent; whereas brokerage contracts 
have increased 19 percent since 1934. 
The bureau points out that it is difficult 
to tell to what extent these trends are 
due to differences in the types of agents 
hired and to what extent they are due 
to differences in the meanings of classi- 
fications. 

The bureau feels that a conservative 
estimate of the number of ordinary 
agencies in the United States is at least 
5,000. Ordinary agencies of companies 
having more than $400,000,000 of insur- 
ance in force account for 2,100 agencies, 
and smaller companies account for 
somewhat over 3,000 ordinary agencies. 
Industrial companies operating in the 
United States have approximately 2,800 
industrial agency managers. 


Others in the Business 


The estimated total of all home office 
employes, including officers, is 71,000. 
Of this number, about 37,600 are em- 
ployed in ordinary, and 33.400 in in- 
dustrial companies. In addition, there 
are an estimated 28,900 persons em- 
ployed as clerks in life agencies alone. 
Of these, the total number is divided 
almost equally between those employed 
in agencies of ordinary companies and 
those in industrial companies. ~ 

Morrison, the bureau’s director 
of research, in presenting these census 
figures to members, stressed that it is 
virtually impossible to measure with 
mathematical exactitude the number of 
agents under contract in the United 
States. One reason is the difficulty in 


S. C. McEvenue Warns of _ State Supervision 


Exaggerating 


TORONTO—In all the hurly-burly 
of investigation, experiments and ques- 
tionnaires there is very real danger of 
the uninformed gathering the impression 
that there is something radically wrong 
with the agency system, said : 
McEvenue, general manager Canada 
Life, to the Toronto Life Underwriters. 
Speaking on “This Compensation Ques- 
tion,” he gave a general review of the 
situation and developed the thought that 
too much attention has been paid of late 
to the darker side of the picture. 


Should Remember Advantages 


“IT am making no attempt to white- 


wash the agency system. I am fully 
aware of its shortcomings. At the same 
time, it has a great many advantages 


which too frequently are apt to be over- 
looked, and as never before, thorough 
scientific research is being employed to 
bring improvement. Before we discard 
what we have, it is well to be absolutely 
certain that we know of something 
better to take its place.” 

Mr. McEvenue explained that because 
he is expressing the viewpoint of a com- 
pany which issues ordinary insurance, 
annuities and group, his remarks would 
apply to the compensation of field men 
engaged solely in writing this type of 
business. They would not apply to in- 
surance brokers, whose life earnings are 
augmented by conditions in casualty 
lines, nor would they apply to the com- 
pensation problem of industrial repre- 
sentatives whose earnings comprise 
lower commissions on ordinary business 
plus industrial salaries or debits. 


Increase Employe’s Compensation 


It is the desire to increase the em- 
ploye’s compensation by legitimate 
means. There has been a series of most 
amicable discussions carried on between 
employer and employe, the conviction 
on both sides being that such increases 
as are found necessary shall be made 
without increasing the cost of the buy- 
ing public. 

It is easy to understand the favorable 
attitude of life agents towards any in- 
crease, but here are some of the reasons 
why company executives are so vitally 
interested in the same objective. High 
agency turnover increases the amount 
required to bring new men into. the busi- 
ness and this item may run into very 
large figures. Men leave the business 
because of insufficient earnings, so in- 
creased earnings would reduce turnover 
and produce more economical operation. 
Another heavy item of agency expense 
is maintenance cost, which comprises 
the amount spent on the individual rep- 
resentative in the matter of rents, super- 
vision, clerical assistance, telephones, 
etc. Since commissions are not included 
in this item, it is obvious that each man 








getting complete figures; another is in 
the lack of a precise definition of part- 
time agents and brokers; and still an- 
other -reason is because there is the 
question “Is the man an agent, in any 
real sense, merely because a contract 
exists?” However, the bureau does be- 
lieve that the estimate is a reasonably 
accurate one. 


Agency Ills 


has substantially the same maintenance 
cost regardless of his production. 

It is generally agreed that the root of 
much trouble in the life insurance busi- 
ness is the concentration on volume. Be- 
cause of this urge for volume salesmen 
are tempted to make contracts with men 
who are unsuited for the business and 
to continue contracts of men in force 
who have proved themselves to be defi- 
nitely unsuited. True, the well being of 
every company depends upon the pro- 





Ss. C. McEVENUE 


duction of an adequate volume of new 
business each year and that a gradual 
increase in that production is desirable 
to take care of normal terminations. 
But this is only one part of the problem. 
“IT wonder if we would be very far 
astray if we regarded new business in 
much the same light as an industrial 
concern regards its raw material,” said 
Mr. McEvenue. 

Looking back over the period of 
depression in which everybody suffered, 
it is plain now that the agency system 
stood up remarkably well. A study of 
other lines of business and other profes- 
sions is also helpful in giving a proper 
perspective from which to view the 
problems facing it. 


Comparative Earnings Studied 


During a period of five years, ending 
in 1938, careful study of comparative 
earnings was made. The average earn- 
ings of a full time representative, even 
including those in small rural communi- 
ties, were $2,407. A comparison with 
the yearly average earnings of many 
non-professional occupations, such as 
telegraph operators, book-keepers, loco- 
motive engineers, school teachers, etc., 
shows the average income of the life 
insurance man is higher and in many 
cases doubles that of the other non-pro- 
fessional occupations. 

By comparing the income average of 
top ranking life insurance men with that 
of members of other professions, Mr. 
McEvenue found that the physician, 

(CONTINUED ON PAGE 12) 


of Insurance Is 
Found Beneficial 


Commissioners Tell U. S. 
Chamber Effects of Having 
“Hard to Please” Policy 


WASHINGTON—If the states are 
tolerant of each other and sincere in 
their desire to obtain the best possible 
type of examination with the least ex- 
pense to the companies and policyhold- 
ers, the present dispute over examina- 
will prove to have been only a 
passing incident, Superintendent Pink 
of New York declared at the round table 
state supervision of in- 
annual meeting of 


tions 


conference on 
surance held at the 





WASHINGTON, D. C.—James S. 
Kemper of Chicago, president Lumber- 
men’s Mutual Casualty and head of a 
large mutual fire and casualty syndicate 
was elected president of the United 
States Chamber of Commerce holding 
its annual session here this week. Mr. 
Kemper has long been prominent in the 
organization. He was one of the insur- 
ance directors from 1920 to 1928. Last 
year he was vice-president of the U. S. 
Chamber for the north central division 
covering Illinois, Wisconsin, Indiana 
and Michigan. 

J. H. R. Timanus, secretary of Phila- 
delphia Contributionship was selected 
by the nominating committee for re- 
election as insurance director of the 
U. S. Chamber. 

Early in the campaign Vice-president 
W. E. McKell of American Surety was 
entered as an opposing candidate. 

McKell decided to withdraw as a can- 
didate, holding that in view of the 
understanding existing between the stock 
fire and mutual companies it would be in 
the best interests of the U. S. Chamber 
of Commerce and of the insurance in- 
dustry that he step aside. He is in 
Washington attending the annual con- 
vention of the commerce body. 





the Chamber of Commerce of the United 
States. 

There are many ways, he said, in 
which the responsibility of each state 
can be fully preserved in the examina- 
tion of its own companies and the Na- 
tional Association of Insurance Commis- 
sioners can exercise such supervision as 
is desirable or necessary to insure to all 
the policyholders of the nation solvent 
companies and sound and progressive 
management. 


No Cause for Discouragement 


“The present dispute,” he said, “is not 
between the so-called convention exami- 
nations and purely state examinations, 
but rather between those who believe 
that a number of states should partic- 
ipate in the examination of all compa- 

(CONTINUED ON PAGE 10) 
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TNEC Proceedings 
for June 6-21 Issued 


Hearings Covered Inter- 
Company Agreements, 
Terminations, Bank Plan 


WASHINGTON—Proceedings of the 
TNEC life insurance hearings of June 
6-21, 1939, have been issued by the gov- 
ernment printing office. The hearings 
covered intercompany agreements, ter- 
minations, savings bank life insurance, 
and legislative activities. 

Witnesses who testified at this series 
of hearings included H. R. Bassford, ac- 
tuary Metropolitan Life; H. S. Beers, 
vice-president Aetna Life; Dr. William 
. medical director New York Life; 
E. E. Cammack, vice-president and ac- 
cue Aetna Life; L. M. Cathles, presi- 
dent North American Reassurance; A. 
Gilbert Clark, actuary Equitable Life of 
Washington, Washington, D. C.; R 
Cooney, inspector of agencies New York 
Life, Atlanta, Ga.; Dr. D. H. Davenport, 
special economic consultant, SEC insur- 
ance section; Judd Dewey, Massachu- 
setts deputy commissioner of savings 
bank life insurance; Benedict D. Flynn, 
vice-president and actuary Travelers; 
R. L. Hogg, assistant general counsel 
Life Presidents association; J. M. Hol- 
combe, Jr., manager Life Insurance Sales 
Research Bureau; Valentine Howell, 
vice-president and actuary Prudential; 
Dr. Arthur Hunter, vice-president and 
chief actuary New York Life; W. A. 
Hutcheson, vice-president _ actuary 
Mutual Life of New York; L. Jones, 
et -president Equitable hes 5. MM. 

Laird, vice-president Connecticut Gen- 
eral Life; E. W. Marshall, vice-presi- 
dent and actuary Provident Mutual; Wil- 
liam Montgomery, president. Acacia Mu- 
tual Life; R. D. Murphy, vice- oo 
and actuary Equitable Society; C. 
Plantz, assistant vice-president Mew 
York Savings Bank; J. A. Reilly, SEC 
insurance section; V. P. Whitsitt, man- 
ager and general counsel, Life Presidents 
Association. 

The volume, which is entirely devoted 
to the life insurance hearings, contains 
780 pages of testimony and exhibits plus 
index and table of contents. 


American National 
Ordinary Meeting 


The American National of Galveston 
will hold its ordinary convention in its 
home city May 9-11. The first general 
meeting will be held the morning of 
May 10. C. W. Thompson, public re- 
lations counsel, will act as chairman. 
Executive Vice-president W. L. Moody, 
IIT, will give the welcome. Talks will 
be made by Secretary Leonard Moselle, 
Vice-presidents F. B. Markle and B. 
Werkenthin. Insurance Commissioner 
W. C. Woodward of Texas will give an 
address. On the afternoon session May 
10, Superintendent of Agents G. S. Mc- 
Carter will preside. A number of talks 
will be made by managers and agents. 
Agency Supervisor F. C, Hoard will 
install the Anico Club officers and Mr. 
McCarter will award the prizes. 


Managers and Agents Meeting 


The last meeting will be held the 
morning of May 11, it being for man- 
agers and general agents. Mr. McCar- 
ter will preside and will give the clos- 
ing address. The talks will be as fol- 
lows: “Building a Successful Agency 
Under General Agency Plan,” Z. E. 
Bellah, general agent Pansacola, Fla. 
“Building a Successful Agency Under 
Managership Plan,” W. L. Vogler, man- 
ager Salt Lake City. “Time Control,” 
Byron S. Griffith, general agent Galves- 
ton. “Underwriting Principles,” Walter 
Hampton, manager underwriting de- 
partment, home office. “Conservation 





Responsibilities,” Fred Fischer, man- 
ager renewal department, home office. 


Famed Medical 
Director Is Dead 


Dr. Cook of Northwestern 
National Succumbs to At- 
tack—Had Notable Career 


Dr. Henry Wireman Cook, vice-pres- 
ident and medical director of North- 
western National Life and one of the 
best known of the medical directors to 
the business as a whole in the country, 
suffered a heart attack in his office and 
died at Abbott Hospital, Minneapolis, 
shortly thereafter. He was 62 vears of 





DR. HENRY W. COOK 


age. Funeral services were held at Lake- 
wood Cemetery Chapel, Minneapolis, 
last Saturday. 

Just a few weeks ago there was pub- 
lished a book, “Issued as Applied For,” 
that was written by Dr. Cook in collab- 
oration with H. W. Cook, Jr., who is 
assistant underwriter for Northwestern 
National. It is a guide for the agents 
in the selection of prospects. 

Dr. Cook had been chief medical offi- 
cer of Northwestern National since 1906. 
He was the immediate past president of 
the Association of Life Insurance Med- 
ical Directors. He represented that or- 
ganization at the meeting of the Inter- 
national Life Insurance Medical Con- 
gress in Paris a year ago. 


Blood Pressure Machine 


Dr. Cook is credited with being the 
first to recommend the use of the blood 
pressure machine in life insurance exam- 


.inations and he invented the first such 


machine that was sold in this country. 

Dr. Cook, a native of Baltimore, grad- 
uated from Johns Hopkins University. 
He served as medical referee for Mu- 
tual Life of New York from 1903 to 
1905. 

In 1922-27 and again in 1936 he was 
chairman of the disability committee of 
the American Life Convention. 
he served as chairman of the medical 
section of the American Life Conven- 
tion. He served as president of the Life 
Office Management Association in 1926 
and 1927 

During the war he was on leave of 
absence from Northwestern National to 
serve as personnel director of the Amer- 
ican Red Cross. 


Personnel Director 


Dr. Cook was especially well known 
to Northwestern National employes be- 
cause for many years he acted as per- 
sonnel director. His services in con- 
nection with selection of the site for the 
present home office and erection of the 
building thereon were notable. 

Surviving Dr. Cook are his wife, Ellen 
Davenport Cook; two sons, Harry W., 
Jr., and Charles Davenport, a student at 

(CONTINUED ON PAGE 12) 
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Company Employe 
Has Part in Public 


Relations Endeavor 
NEW YORK—More important from 


the public relations standpoint than any- 
thing else is the attitude that the in- 
dividual employe and the company create 
by the things they do, President Holgar 
J. Johnson of the Institute of Life In- 
surance told the spring conference of 
the Life Office Management Association. 
Mr. Johnson particularly emphasized the 
part that home office and agency em- 
ployes can play. 

“Every transaction with the public 
should attempt to give the public a bet- 
ter understanding of exactly what the 
institution of life insurance is doing and 
what your particular company is doing,” 
he said. “This will go a long way to- 
ward giving the proper attitude and the 
concept to the public of what the whole 
business of life insurance is. The rou- 
tine work within the various depart- 
ments of the home office must obviously 
be done but behind it there must be a 
realization that every function within 
the company is a part of the complete 
public relations program and that every 
move which is made, every job that is 
performed, must be done with the atti- 
tude ‘What Is In the Public Interest?’ 


Place of the Institute 


“Our institute can help but in the 
final analysis the future of the life in- 
surance business depends upon what 
you do. True, the institute can do its 
share by the process of collective educa- 
tion but finally what you do is the test.” 

Employes as well as agents, said Mr. 
Johnson, “have a responsibility to help 
build the reader interest” in the new 
advertising campaign of the Institute of 
Life Insurance. He said that through its 
clipping bureau the institute is trying 
to find and follow all unfavorable com- 
ments about the business with the aim 
of answering these arguments and giving 
editors and others responsible for them 
a better appreciation of the business. 

“Here are some of the things about 
which find the public somewhat con- 
cerned,’ he added. “They say our busi- 
ness is too complicated; that sometimes 
we are not considerate enough of them 
in their requests of us; they are inclined 
to think that we are so far removed from 
an understanding of what they want that 
we don’t know what they want and 
worse still, they sometime feel that we 
don’t care what they want, and some- 
times they raise the question whether 
we are really trying to analyze their 
cost or are so governed by traditional 
attitudes that we take for granted the 
fact that cost doesn’t mean much.” 


Employe Should Have Pride 


Mr. Johnson suggested the employe 
be given the whole picture of life insur- 
ance and its relation to the public, its 
economic and social aspects, letting the 
employe see the importance of his job. 

The speaker stressed the importance 
of letters sent from home offices and 
agencies. He quoted one horrible ex- 
ample, a letter from a prominent home 
office replying to a policyholder who, 
after hearing a radio address by a coun- 
sellor, wondered if his lapsed policy 
might have some value. The letter read: 
“In answer to your letter of the 17th 
instant, referring to policy No. 674400, 
we beg to state that on Dec. 30, 1917, 
this policy lapsed for non-payment of 
premium and because of the fact that 
it had a cash surrender value of $.... 
which was at the time used for the 
purpose of purchasing extended insur- 
ance at the net single premium at your 
then age this extended insurance was al- 
lowed to run until November 26, 1931, 
at which time the policy lapsed entirely 
and therefore it has no value at the 
present moment. Very cordially yours.” 

“Signed by the general agent, obvi- 
ously with a stamped fascimile signa- 
ture,” Mr. Johnson commented. “Not 
even the time given to write his own 


“‘Saesinat none Field 
Service Supervisor Dies 











D. J. BLOXHAM 


HARTFORD—D. J. Bloxham, super- 
visor of the agency field service "depart- 
ment of Travelers, died at Hartford 
Hospital Sunday afternoon following a 
short illness. Widely known in the in- 
surance field, he was familiarly called the 
“dean” of the oldest insurance vocational 
school and many of the present staff of 
mangers and assistants in Travelers 
life, accident - group departments 
were trained by him. 

Mr. Bloxham was born in Angola, 
N. Y., in 1884, and was graduated from 
Colgate University in 1907. He subse- 
quently studied at Columbia, Colgate 
and Cornell, specializing in economics 
and sociology. For three years he 
served as principal of the Ovid (N. Y.) 
High School and became a Travelers 
agent in 1914. A year later he was ap- 
pointed supervising special agent in Erie, 
Pa., and shortly thereafter, manager of 
the life and accident departments there. 
In 1918, he enlisted in YMCA work at 
Camp Meade. Later that year he went 
to Hartford to become instructor in 
Travelers training and instruction de- 
partment. In 1924 he became assistant 
superintendent of agencies, and in 1927 
was made supervisor of the agency field 
service division. 

With the death of Mr. Bloxham, an 
ancient English family passed out of 
existence. He was the last of a family 
which for many centuries had flourished 
in the village of Bloxham in Oxford- 
shire, England. Last summer Mr. and 
Mrs. Bloxham visited the ancestral home, 
where they were welcomed as the only 
Bloxhams to have returned to the village 
since the first Bloxham left the family 
seat to settle in America more than 100 
years ago. The Bloxham manor house, 
where they were entertained, is at least 
700 years old. 





name or have it signed by some other 
person in the office.” 

Mr. Johnson conceded this to be an 
extreme illustration but wondered how 
many policyholders can understand the 
letters that are written in technical 
form, Granting that it is necessary to use 
language that will hold water in court, 
he expressed a belief that this could be 
done and still get across a warm friendly 
atmosphere to the recipient. 





Nelson Now Consulting Actuary 


Carroll E. Nelson, former actuary of 
the Missouri department, has opened an 
office as_a consulting actuary in St. 
Louis. He was in the actuarial depart- 
ment of the Missouri State Life from 
1925-1930 and for seven years was ac- 
tuary for the Missouri department. After 
leaving the department he was for some 
time with the Continental Assurance in 
Chicago. 
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Western & Southern 
Life Holds Annual 
Managers Meefing 


One Billion Life Insurance 
in Force Objective of 
Company in 1940 


CINCINNATI—A_ goal of $1,000,- 
000,000 life insurance in force was an- 
nounced as the objective of Western & 
Southern Life for 1940 by C. F. Wil- 
liams, president, at the company’s an- 
nual managers’ convention. To attain 
the $61,326,423 increase needed to reach 
the goal, the company has set out a three 
point program for the elimination of 
waste: Reduction in finals, education of 
the superintendent as to his part in 
achieving the company’s program, and 
the elimination of non-productive debits. 
In this connection tentative plans for a 
district efficiency rating plan, taking into 
account the various factors in district 
management, were adopted at a man- 
agerial conference. 

Mr. Williams said that in 1939 the 
company had experienced the best rec- 
ord in ordinary increase that it has had 
in its entire history. It is in an excel- 
lent financial condition, having a 434 
percent return on its real estate, no 
mortgages in default, and $73,000,000 in 
government bonds. Mr. Williams pointed 
out the problem of securing adequate 
interest return on sound investments, 
stating that the deficiency in interest re- 
turn must be made up by efficiency in 
management and in the elimination of 
all possible waste. 


Divisional Conferences Held 


The opening session was devoted to 
Mr. Williams’ message, followed by a 
managers’ conference. C. M. Williams, 
executive vice-president, was presiding 
officer the second and third sessions, 
the theme of the second being “The Su- 
perintendent in the Company program” 
and the topic of the closing session be- 
ing “Management and Production.” Di- 
visional conferences under the superin- 
tendents of agencies w a the after- 
noon of the second day. . J. Williams, 
A. O. Payton, jf. D. Pet hy W. O. 
3urns, and C. F. Brawley presided. 

C. C. Brawley, Norwood, leading agent 
and $100,000 ordinary producer, spoke 
briefly on his methods of operation. 
C. M. Williams presented awards to the 
following marshals of the Western & 
Southern Legion: ‘ W. McCormack, 
W. J. Fisher, W. G. Green, H. P. Brooks, 


and E. W. Maurer. 
Luncheon speakers closing the pro- 
gram were President Williams, J. A. 


Lloyd, Ohio superintendent; J. A. Beha, 
director, New York; J. J. Jendreas, 
agent, Hammond; W. D. Kouns, super- 
intendent, Steubenville, and E. A. Orten- 
burg, manager, Detroit. 
_ In addition to those mentioned, the 
following representatives from the home 
office made short addresses, it being de- 
cided to have comparatively brief and 
pertinent talks rather than a number of 
long addresses: J. F.Ruehlmann and C.C. 
Stayman, vice-presidents; R. J. Learson, 
actuary; C. E. Iliff, medical director; 
C. Massa, secretary; J. J. Doyle, 

manager of publicity, and Lauren 
Schram, agency secretary. 

More than 400 managers, leading su- 
perintendents and agents attended. 


F. J. De Celles’ New Work 


F. J. DeCelles of Boston, former in- 
surance commissioner of Massachusetts, 
has become connected with the Ameri- 
can Fidelity & Casualty of Richmond, 
Va., and the Markel Service of that city. 
This company writes for the most part 
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Banquet Speaker Industrial Cover Important 
* in Nation's Economic Life 
HARTFORD—“Facts vs. Fancy tions. Moreover, the health standard 
\bout Industrial Life Insurance,” were of the industrial group has a tendency 





LEWIS H. DOUGLAS 


L. H. Douglas, the new president of 
the Mutual Life of New York and for- 
mer federal director of the budget, was 
the leading speaker at the annual ban- 
quet of the U. S. Chamber of Com- 
merce, which held its annual gathering 
in Washington, D. C., this week. 








long haul trucks and buses. Mr. De 
Celles is general representative and is 
sent to all sections of the country where 
the American Fidelity & Casualty and 
the Markel Service operate. Last week 
he attended the mid-year meeting of the 
National Association of Insurance 
Agents at Wichita and maintained head- 
quarters for his house. 


presented by Max Fisher, assistant sec- 
retary, Metropolitan Life, before the 
Connecticut Association of Life Under- 
writers’ annual sales congress here. 
About 40,000,000 people own weekly 
premium policies; about 20,000,000 own 
ordinary insurance. If names were 
truly descriptive, then ordinary insurance 
as contrasted with industrial insurance 
would be known as white collar insur- 
ance. The terms are descriptive of the 
buyers groups. The complete contrast 
to weekly premium insurance is annual 
premium insurance. Purchasers ” groups 
and frequency of premium payments are 
the true distinctions; there is no essential 
difference in contracts, reserve calcula- 
tions or purpose. 


Low Wage Earners Predominate 


The $1,000 a year earner who owns 
$2,000 of life insurance is relatively as 
well insured as the $4,000 earner who 
owns $8,000. He may even be consid- 
ered to be better insured when measured 
by surplus buying power above necessi- 
ties. The $1,000 earners make up 53 
percent of the whole earners group. 
Only 4 percent of the group earns $3,000 
a year or more. The $30 a week buyer 
is himself in the top fourth in earning 
power. For the great mass of earners, 
weekly premium insurance is a necessity 
in terms of small payments as well as 
in the service requirement of regularly 
weekly calls. 

Factors to Consider in Cost 

The real cost of weekly premium in- 
surance is not measured fairly by com- 
parison with ordinary insurance. For 
the former there is no medical examina- 
tion and almost no occupational restric- 








mother’s shoulders. 


at age 50. 


that it will outlive her. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





Aged Parent 


Four years ago this woman was a government clerk. 
reached age 46, and with no expectation of marriage, she was inter- 
ested when an underwriter talked to her of assuring herself a retire- 
ment income when she came to age 65. 


She lived with her mother, who was 80 years old. 
remote possibility that the mother might outlive the daughter, but 
it was one of the advantages of the daughter’s retirement income 
policy that it would throw the mantle of life insurance over the 


The daughter bought the $5,000 retirement income policy, with 
the parent named as insurance beneficiary. 


A little less than four years later the daughter died, of cancer, 
And the mother, now aged 84, is to receive a monthly 
income of $50.89 throughout the next ten years. 


This aged parent had the right of accepting a lump sum settle- 
ment instead of the monthly income, but it is interesting that she 


preferred the security of a guaranteed income despite the probability 


THE PENN MUTUAL LIFE INSURANCE CO. 
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It seemed a 
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to be lower because of lack of purchasing 
power for health. Then, too, many 
occupations are more hazardous than for 
the white collar group. Mr. Fisher cited 
an examination of industrial life insur- 
ance cost by the New York insurance 
department when some of these factors 
were considered. The conclusion was 
that industrial costs were only’5 to 15 
percent above the cost of ordinary, al- 
though the company must issue six times 
as many industrial contracts as ordinary 
for the same dollar volume of business. 


Many Provisions More Liberal 


Many contract provisions of industrial 
life insurance are more liberal than ordi- 
nary. Incontestability, extended insur- 
ance, double indemnity, waiver of prem- 
ium, suicide paragraphs are nearly all 
more liberal in the industrial contract. 

Consider a family of four, father, age 
35; wife age, 30, and three children, ages 
five, three and one. Mortality statistics 
show that the mortality ratio for the 
father is 4.37 per 1,000. The combined 
mortality ratio for the other four mem- 
bers is 13.7 per 1,000. There is, there- 
fore, about three times the chance of 
death among the members of the family 
as for the death of the father himself. 
Any of these deaths for the wage earner 
can leave a staggering burden of debt if 
there is no insurance. 

For the industrial worker, the loss of 
the wife and mother is often an economic 
loss far greater proportionately than for 
other groups. Industrial insurance elim- 
inates more chances of lapse of insurance 
protection than any other form for that 
group which purchases the weekly pre- 
mium policy. 

When the ordinary life salesman is 
familiar with weekly premium insurance 
and its true place in the business, he will 
tell the owner of the weekly premium 
policy to hold on to it, Mr. Fisher said. 

Agents for weekly premium life com- 
panies sell more ordinary than those en- 
gaged solely in selling the latter. Also 
these agents, according to public surveys, 
have won the esteem of their buyers. 
Mr. Fisher closed with an appeal that 
life insurance men meet their common 
problems with unity of action and pur- 
pose. 


Companies Held Subject to 
Personal tes Tax 
LANSING, MICH. Non-Michigan 


insurance carriers owning property in 
the state, such as buildings acquired by 
mortgage foreclosure or branch offices, 
are subject to taxes at the regular rates 
on personal property contained in such 
holdings, according to Attorney-general 
Read. 

This is expected to apply to the furni- 
ture and fixtures of hotels and apart- 
ment houses taken over by foreclosure 
by a number of life companies. 

The opinion cites a specific provision 
of the law clearly providing for taxation 
of real estate in such cases and inter- 
prets the general tax laws as giving au- 
thority to the taxing authorities to levy 
on the tangible personal property as 
well. Real estate is specifically men- 
tioned as not exempted from taxation in 
the premium tax provisions. 


Commissioners’ Commiitee Shifts 


Jess G. Read of Oklahoma, secretary 
of the National Association of Insurance 
Commissioners, announces that Seth B. 
Thompson, new Oregon commissioner, 
succeeds H. H. Earle on the commit- 
tees for group hospitalization and med- 
ical service, life insurance, taxation and 
valuation of securities other than real 
estate. Commissioner Harrison of 
Arkansas succeeds Mr. Earle as vice- 
chairman of the committee on taxation. 
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Social Security Sole 


Sales Strategy Quiz Sprightly 


bei Indianapolis 


McNutt Is Congress 
Speaker—Moss Again 
Heads State Association 


LOUISVILLE—tThe sales congress 
of the Louisville Association of Life Un- 
derwriters was devoted entirely to a 
study of the social security act and its 
potential effect on private insurance, 
with Paul V. McNutt, federal security 
administrator, as the principal speaker. 

This is claimed to be the only sales 
congress ever held where the program 
was limited to one subject, but that one 
subject was sufficient, as every moment 
not used by the speakers was filled with 
questions concerning the act. _ 

The Kentucky Life Underwriters As- 
sociation, holding its annual meeting in 
conjunction with the congress, reelected 
James L. Moss, Louisville, Connecticut 
Mutual, as president; R. C. Ware, Met- 
ropolitan Life, Lexington, as first vice- 
president; Fred Menefee, United Bene- 
fit, Ashland, second vice-president; E. 
C. Klingholz, Paducah, National Life & 
Accident, third vice-president, and Will 
H. Lausman, Provident Mutual, Louis- 
ville, reelected secretary-treasurer. 


No Conflict, McNutt Declares 


Mr. McNutt said there is no conflict 
of interest between private insurance 
companies and the federal social secur- 
ity program. Instead, he believes “their 
interests are complementary and recip- 
rocally beneficial.” 

“In the long run, I believe, any influ- 
ence that gives people confidence in their 
ability to pay premiums over a long 
period will make it easier to sell them 
insurance policies,’ Mr. McNutt said, 
emphasizing that the insurance com- 
pany’s best patrons are those who al- 
ready have some protection but realize 
that it is inadequate. 

It is never necessary to sell the owner 
of some insurance on the idea of such 
protection, as he already knows the 
value and realizes his need for it and is 
willing to let the insurance man help 
him work out the answer to his problem, 
the security administrator explained, 
adding that the federal government now 
is making 50,000,000 workers insurance 
conscious and providing millions of po- 
tential purchasers of private policies. 


Praises Programming Trend 


He praised the trend among insurance 
men of setting up planned programs to 
fit the financial needs of each individual, 
and described this as a professional serv- 
ice that can be performed only by ex- 
perts. He said many of the old age 
pension recipients in the lower income 
groups cannot be classed as prospects 
for private insurance, but the fact that 
they keep money in circulation and im- 
prove the lot of small retailers makes 
these retailers, in turn, potential custom- 
ers. 

“Social security lightens the blow of 
depression and helps to check the mo- 
mentum of the business down-swing 
just as private insurance does,” McNutt 
pointed out. “In other words, the more 
insurance we have, the better off the 
country is, and the more stable our 
economy and the sounder our funda- 
mental position.” 

The question of what to do with small 
savings is answered largely by insur- 
ance, Mr. McNutt said. “Increased 
purchase of insurance is the only sound, 
permanent way of escape, the only way 
to use savings to buy security without 
building excessive debt.” 


Jaqua Reviews Act 


A. R. Jaqua, associate editor Diamond 
Life Bulletins, Cincinnati, explained de- 
tails of the social security act and agreed 
with other speakers that without regard 


INDIANAPOLIS—The Indianapolis 
Association of Life Underwriters put on 
an interesting ‘Information Please” pro- 
gram which drew a good crowd and was 
well received. C. C. Robinson, editor 
“Insurance Salesman,’ was master of 
ceremonies and had as his “experts” to 
answer questions submitted from the 
floor: G. A. Bischoff, Travelers; C. F. 
Davis, State Mutual; G. E. Morrison, 
Northwestern Mutual, and J. E. Black, 
New England Mutual. 

Mr. Robinson was equipped with a 
cash register to ring up “cash sales” and 
some of the most pat answers made by 
volunteers from among the audience 
were awarded with cash books. Follow- 
ing are among the questions which the 
“experts” tackled “catch as catch can” 
style: 


Question on Social Security 


“What change took place the first of 
the year of importance to life underwrit- 
ers?” The answer referred to changes in 
the social security law. 

“When your prospect comes to the 
counter and says curtly: ‘What do you 
want to see me about?’, what do you 
say? 

“You have a close friend with whom 
you have never talked life insurance and 
decide to interview him, what would 
you say?” 

“What do you say to the man whose 
wife’s family have plenty of wealth?” 

“My wife has a good job and makes 
more money than I, do—what’s the ap- 
proach to a prospect like that?” 


Tips from Newspapers 


“Can you cite sales you have made as 
result of watching the daily papers?” 

‘How do you talk to the prospect who 
is 56 years old and is sorry he did not 
take more insurance when he was 
younger?” 

“You are calling on the manager of a 
local grocery store at some distance from 
where you live. He says he thinks he 
ought to buy of one of three customers, 
life insurance men, who deal with him 
regularly, What would be your an- 
swer?” 

“How do you use letters of introduc- 
tion obtained by the endless chain 
method of prospecting?” 

“How do you handle secretaries of ex- 
ecutive prospects?” 

“You have worked up a program for 
a prospect and then he tells you he thinks 
he ought to buy of his brother-in-law 





to the political pros and cons of social 


- security, it does give life underwriters a 


chance to show old patrons and new 
prospects how they profitably can sup- 
plement the money they will receive un- 
der the federal setup with a private in- 
surance program of their own. 

A suggested system of approachs to 
prospects was outlined by Judd C. Ben- 
son, home office general agent Union 
Central Life, Cincinnati. He said it is 
100 percent fatal to discuss the political 
aspects of social security and suggested 
that insurance men merely explain its 
workings and not argue about its mer- 
its. 

Social security is a trend that should 
be taken advantage of by insurance men, 
C. C. Day, general agent Pacific Mutual 
Life, Oklahoma City, said. He also 
recommended simple presentations. 

On the evening before the sales con- 
gress, the Kentucky Leaders Round 
Table, composed of the top-ranking 
producer in both volume and lives from 
every agency in the state, sponsored by 
the Louisville General Agents & Man- 
agers Association, held its banquet. 
Foree Dennis, president, presented each 
Round Table member a framed certifi- 
cate attesting his achievement. Mr. Day 


discussed “The Penalty of Leadership.” 


who is in the business. What's your an- 
swer?” 

“If you use the telephone to dig up 
prospects, tell how you do it.” 

“You have been sparring around with 
a prospect and he asks you ‘How’s busi- 
ness?’ what do you say?” 

“What is meant by the common dis- 
aster clause; the spendthrift clause?” 

“Under what circumstances would you 
have life insurance payable to an estate?” 

The answers came snappily and often 
interruptions came from the audience 
from those who thought they had better 
answers and by-play added humor to the 
occasion that added to the success of the 
program. 


Mutual Benefit Opens New 
Flint, Mich., General Agency 


Mutual Benefit Life has opened a new 
general agency in Flint, Mich., with 
Robert A. Duncan, formerly field super- 
visor for the Flint territory of the Grand 
Rapids agency as general agent. The 





R. R. Stotz 


R. A. Duncan 


new agency was formed on the recom- 
mendation of R. R. Stotz, general agent 
at Grand Rapids, of whose territory 22 
of the 24 counties forming the new 
agency were formerly a part. 

Mr. Duncan entered life insurance 
with the Mutual Benefit in Columbus, 
O., where he made a notable record as 
a personal producer and ttrainer of 
agents. In 1939 he became field super- 
visor in the Flint territory for the Grand 
Rapids agency. He is a graduate of 
Ohio State University. 


Wedding Present Policy 
with Mutual Embellishments 


When a recent application for a life 
policy was received at the home office of 
Penn Mutual Life, attached to it was a 
note from the applicant, saying that he 
was to be married within two weeks and 
the insurance was intended as a little 
wedding present for the bride. Would 
it be possible, he wondered, to have a 
special wedding gift envelope for the 
policy? 

A sympathetic girl in the office, who 
does some commercial art work, got 
busy with her pen and inks, and sup- 
plied a special jacket nicely embellished 
with pictures of wedding bells, rosebuds 
and what-not, and here’s hoping the 
bride is as pleased as the groom was. 


R. I. Savings Bank Bill Dies 


PROVIDENCE, R. I.—The sav- 
ings bank life insurance bill died in 
committee with the adjournment of the 
Rhode Island legislature. It had had 
the backing of Governor Vanderbilt 
and his administration and was based 
largely on the Massachusetts measure. 
The Mutual Savings Banks Association 
of the state requested delay, informing 
the governor it was making a study of 
the subject and its members had not as 
yet reached conclusive opinions on the 
merits and demerits of the plan. Gov- 
ernor Vanderbilt stated efforts would 
be made to draft a satisfactory bill to 
submit to the next legislature. 


Facts Are Given on 
Investment Seminar 


Important Course to Be 
Held at Indiana 
University July 15-26 


The preliminary edition of the catalog 
for the 1940 session of the American 
Life Convention’s life officers invest- 
ment seminar to be conducted in co- 
operation with the School of Business, 
Indiana University, Bloomington, Ind., 
July 15-26, has been sent out. The uni- 
versity is limited as to the number 
that it is possible to accommodate, 75 
being set as the outside maximum fig- 
ure. Some 60 registrations for the first 
class have already been made. 

The seminar is an institution for the 
advanced study of the investment prob- 
lems of life companies. It is contem- 
plated that the entire program will en- 
compass three residence sessions and 
that, upon successful completion of 
the entire program, members will be 
graduated with recognition of their ac- 
complishment in the form of a diploma 
awarded jointly by the American Life 
Convention and Indiana University. 

The course of study to be offered will 
be on a level with that of graduate 
schools of the leading universities. <A 
fine faculty has been selected and the 
curriculum has been organized to pro- 
vide an appropriate balance between 
study of advanced technical phases of 
investment work and the broader eco- 
nomic aspects of investment which have 
such a dominant influence on long-term 
investment planning. There are to be 
three basic lecture courses in the morn- 
ing, each of which will consist of 50 
minute lectures daily throughout the 
entire two weeks. Each afternoon there 
will be a two-hour period devoted to 
consideration of problems of security 
analysis as well as specific questions 
of investment policy. The evenings will 
be set aside for addresses by persons 
prominent in business and public life, 
and to informal discussion among the 
members of the seminar. 

The registration fee is $200 per person 
and includes tuition, room and board for 
the entire two weeks and also necessary 
instructional material. 


Walgreen Insurance May 
Provide Employes’ Benefits 


The possibility that the $466,632 of the 
insurance proceeds on the life of the late 
C. R. Walgreen may be used to take 
care of a large part of the accrued liabil- 
ity in setting up an employes retirement 
plan for the Walgreen company was 
suggested in a letter to stockholders the 
other day. The insurance upon the life 
of Mr. Walgreen exceeded its cash sur- 
render value by $466,632 and the letter 
to stockholders observed that this 
amount is, in a purely financial sense, a 
“windfall” to the company. The direc- 
tors have excluded this amount from 
the earnings of the period. It is to be 
held in a reserve account and the direc- 
tors recommend that it be used to inaug- 
urate an employes retirement plan. 


New Action Against O’Malley 

Assistant Attorney-general Goodman 
of Missouri has now brought suit 
against R. E. O'Malley, former Missouri 
superintendent, for state income tax on 
payments being received in connection 
with the fire insurance rate compromise. 
The amount asked by the state is $4,999, 
plus 1 percent a month penalty from July 
1, 1939, .when a demand for payment 
was refused. He is accused of having 
accepted $22,500 from T. J. Pendergast 
in 1935, and another $40,000 from Pen- 
dergast in 1936. O’Malley was just re- 
cently released from Leavenworth 
where he served a sentence after having 
pleaded guilty to evasion of federal in- 
come taxes on those payments. 








oT PTR RSE er ee 


Tips ayer snr 

















LIFE -IFE IN puitenenemnentions EDITION 





What Every Metropolitan Policyholder 


Should Know about his Company 


Metropolitan presents its Business Report for the year ending December 31, 1939. (In accordance with 
the Annual Statement filed with the New York State Insurance Department.) 


ASSETS WHICH ASSURE FULFILLMENT OF OBLIGATIONS 


National Government Securities . 
U. S. Government . 
Canadian Government . 


Other Bonds . 
U. S. State & Mowicionl 
Canadian Provincial & Municipal 
Railroad : 
Public Utilities ‘ 
Industrial & a ‘i 


Stocks 
All but $22, 561. 13 are Preleered: or Ceamuntenih: 
Mortgage Loans on Real Estate 


Farms 
Other wenn. 


. $948,082,869.84 
67,856,044.76 


110,055,727.87 
103,823,959.75 
573,665,903.43 
- 689,740,113.65 
405,093,316.15 


76,890,988.22 
876,767,661.85 


Loans on Policies 


Real Estate Owned 
Includes real estate for Common use, — mnbie oneieie. 


Cash AC deo a 
Premiums Outstanding and Deferred . 
Interest Due and Accrued, etc. 


TOTAL 


$1,015,938,914.60 


1,882,379,020.85 


86,624,833.01 


953,658,650.07 


515,495,459.26 
407,215,594.74 


132,667,027.52 
87,666,343.58 
60,340,337.46 


$5,141,986,181.09 


OBLIGATIONS TO POLICYHOLDERS, BENEFICIARIES, AND OTHERS 


Policy Reserves required by law . aa 
Amount which, with interest and Giana premiums, will assure 
payment of policy claims. 
Dividends to Policyholders 
Set aside for payment during the year + 1940. 
Reserve for Future Payments on Supplementary Contracts 
Held for Claims . 
Including claims anion eenitiiaines of uel oni porn 
amount of unreported claims. 
Other Policy Obligations , 
Including reserves for penn a Health Sunnians divi- 
dends left with Company, premiums paid in advance, etc. 


Miscellaneous Liabilities . 
Liabilities not included above, such as taxes due or " accrued, 
special reserves, etc. 
TOTAL OBLIGATIONS 
Surplus eet eC ee or a ee Me ee 
This serves as a margin of safety, a cushion against contin- 
gencies which cannot be foreseen. 


TOTAL 


NOTE-—Assets carried at $221,390,536.99 in the above statement are deposited with various public officials under requirements 
of law or regulatory authority. Canadian business embraced in this statement is reported on basis of par of exchange. 


TEN YEARS OF PROGRESS 
Highlights of Metropolitan's growth and stability over the past decade 


Insurance in Force 


Life Insurance 
1929 . . $17,933,000,000 
1939 . . $23,193,000,000 


Accident & Health Insurance 
Weekly Indemnity 


1929 . . . . $13,928,000 
1939 . . . . $19,894,000 





1929 = 1939 


Policy Reserves 


1929. . . $2,659,000,000 
1939 . . . $4,493,000,000 
Funds held, as required by 








—F law, to assure payments to 
1929 1939 policyholders. 
Payments 
fv 
1929... . . $335,000,000 
1939. . . . $604,000,000 


Funds paid or credited to 
policyholders and their ben- 
eficiaries. 


1929 


1939 


$4,493,833,205.00 


112,999,638.00 
112,986,146.83 
22,931,579.79 


42,377,943.67 


47,140,101.00 


$4,832,268,614.29 
309,717,566.80 


$5,141,986, 181. 09 


After fulfilling all its contractual obligations (including payment of over 
$4,260,000,000 to policyholders and beneficiaries) over the 10-year period 
of adverse economic conditions from 1929 through 1939, Metropolitan 


1,... added to its contingency reserve, or 


surplus, as an extra safety factor, more than 


$132,000,000 


2.... strengthened the basis of its policy 


reserves to the extent of 


45,000,000 


3.... made expenditures to improve prop- 
erties acquired through foreclosure, without 


increasing their valuation . 


Me... 


25,000,000 


reduced the valuation of securities 


and real estate as carried on its books, by 


more than 


216,000,000 


5....expended on health and welfare work 


for policyholders more than 


58,000,000 





$ 476,000,000 


6. YET, over this same 10-year period, and 
in addition to the above, Metropolitan also 
paid or credited to its policyholders almost 


one billion dollars in dividends . , 
Ree al a Saletan a 6 aes 


992,000,000 








Metropolitan Life Insurance Company 


MUTUAL COMPANY) 


(A 


FREDERICK H. ECKER, Chairman of the Board 
1 Madison Avenue, New York, N. Y. 


LEROY A. LINCOLN, President 


$1,468,000,000 
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Pacitic M -— 
Again Triumphs 
in Court Test 


LOS ANGELES—California courts 
once more upheld the rehabilitation 
agreement and its subsequent applica- 
tion in the Pacific Mutual case, when 
Superior Judge Vickers denied the mo- 
tion of W. H. Neblett, to have the vot- 
ing trust set aside and also denied the 
petition of Commissioner Caminetti on 
order to show cause why the voting 
trust should not be set aside. The court 
placed the costs on the plaintiffs. 

The opinion was gratifying to the 
company and to insurance men in gen- 
eral. Whether an appeal will be taken 
remains to be learned. 

The action sets a further seal of ap- 
proval on the actions of the then com- 
missioner, S. L. Carpenter, Jr., in his 
rehabilitation plans and his efforts to 
remove the affairs of the company from 
political influence, this approval being 
expressed in that portion of the opinion 
wherein it says “ Elimination of the 
possibility of political influence 
justified the legislature in acting. 

Che opinion runs to some 7,000 words. 


Agent of the State 


Che judge said he is doubttul if the 
policyholders, stockholders or creditors 
became vested with any rights under the 
rehabilitation order insofar as voting the 
stock of the new company is concerned, 
and that any way these vested rights are 
subject to control and change by the 
legislature at any time. The commis- 
sioner, as holder of the stock, was an 
agent of the state. Nothing in the re- 
habilitation agreement prohibits the vot- 
ing rights of the stock to be transferred 
to another agency of the state. The 
state still retains the same legal title it 
had in the stock prior to the execution 
of the voting trust agreement. . The state 
still votes its stock through another of 
its instrumentalities, the voting trustees. 

The company will remain in rehabili- 
tation until the expiration of the agree- 
ment in 1959 and the creation of the 
voting trust is only another step in the 
rehabilitation. The transfer of the stock 
by the commissioner to the voting 
trustees did not violate the rehabilitation 
agreement. It was not a transfer such 
as is prohibited by the insurance code, 
but was just a transfer from one state 
agency to another. 

In enacting the pertinent law the leg- 
islature did not intend to require court 
approval of the creation of the voting 
trust, appointment of the voting trustees 
and the transfer of the stock. 

The transfer of the stock was no at- 
tempt to modify the rehabilitation order 
and if the transfer was a modification 
it was lawfully accomplished without 
court approval. 

“In view of the great public interest 
in the conduct of the insurance business 
upon the scale of the Pacific Mutual,” 
the opinion stated, “there are many 
cogent reasons that can be conceived 
as being in the minds of the legislature 
to justify the passage of section 1037(e) 
in aid of the purposes of rehabilitation 
and the successful conduct of the busi- 
ness of the new company. The stability 
and continuity of control assured by the 
voting trustees and the elimination of the 
possibility of political influence would 
in itself be sufficient.” 

He held that the voting trustees are 
private persons administering an instru- 
mentality of the state. They are sub- 
ject to court control the same as the 
commissioner. 

The voting trustees are: Colbert Cold- 
well of Coldwell, Cornwall & Banker, 
San Francisco; A. Crawford Green of 
the law firm of McCutcheon, Olney & 
Greene, San Francisco; Harvey S. Mudd, 
Los Angeles; Victor H. Rosetti, presi- 
dent Farmers & Merchants National 
Bank, Los Angeles; Dr. Rufus B. von 
Klein Smid, president University of 


Southern California, Los Angeles, and 
Walter Alexander. 


Scena hatattntenatshaeeniaiasal 
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J. STANLEY EDWARDS 


DENVER—Nearly 100 attended a 
testimonial banquet given by the Rocky 
Mountain agency of the Aetna Life in 
honor of J. Stanley Edwards who is 
celebrating his 45th anniversary as gen- 
eral agent here. 

President M. B. Brainard had planned 
to attend but was unable to do so be- 
cause of illness. However, his electric- 
ally transcribed message of greeting 
was presented at the banquet, as was a 
similar greeting from U. S Senator Ed 
c Johnson. The home office was rep- 
resented in person by AL: Hiatt, super- 
intendent of agencies. Toastmaster was 
Prescott W. Eames, Grand Junction, 
Col., agent. 

Among the other out-of-town general 
agents present were O. T. Cropper, To- 
peka, G. M. Skinner, Kansas City; H. 
E. Sorenson, Omaha; and Martin Selt- 
zer, Des Moines. Prominent guests in- 
cluded the governor and the mayor. 

Mr. Edwards was presented with a 
scrapbook commemorating the celebra- 
tion. It contained interesting pictures 
depicting his history in the business, let- 
ters and wires of congratulation from 
officers of national and local associa- 
tions, etc. 


Write $500,000 in Contest 


The banquet marked the close of a 45 
day sales contest in which the agency 
produced nearly $500,000 new business 
in honor of Mr. Edwards. Since Mr. 
Edwards’ 45th anniversary marked the 
90th anniversary of the company, the 
contest featured the campaign slogan, 
“Half the Life of Aetna Life.” 

Acting as a part-time agent while at- 
tending the University of Denver, Mr. 
Edwards entered the business. with 
Aetna Life on a full time basis in 1894 
and was appointed general agent in 1895. 
In 1920 he was elected president of the 
National Association of Life Underwrit- 
ers. He is a member of the executive 
council of the National association and 
director of the American College of Life 
Underwriters. 


Can't Issue Level Premium Policies 

AUSTIN, TEX.—Foreign companies 
licensed in Texas to write assessment 
or “natural premium” business are not 
permitted to write on the level premium 
plan in that state even though they are 
so permitted in the state of their domi- 
cile, Attorney-general Mann has ruled 
in an opinion to Commissioner Wood- 
ward. The opinion was requested in the 
case of National Aid Life of Oklahoma 
City, which had requested permission 
to issue level premium business in Texas 
in view of the fact that Oklahoma re- 
cently passed a law permitting assess- 
ment companies to so operate. The fact 
that National Aid Life is permitted in 
Oklahoma to write level premium busi- 
ness does not bar it, however, from op- 
erating‘in Texas on the assessment plan. 





Report Numerous Losses 
From N. Y. Train Wreck 


Travelers reports that so far as it 
knows at present it has one $15,000 
death loss under a life policy, a com- 
bined group life and group accident 
claim on one life totalling $20,000, and 
two injury losses under accident policies 
in the Little Falls New York Central 
railroad wreck. 

Equitable Society finds that four of 
those killed had Equitable policies, the 
aggregate insurance being $34,200. A 
policy for $3,000 on one of those killed 
was issued less than two years ago and 
$15,000 in group insurance on the same 
life ($10,000 life and $5,000 double in- 
demnity) had been issued less than four 
years ago. 

Under two of the policies, the double 
indemnity feature was included. 

Among other companies with known 
claims are: Mutual Benefit Life, one 
claim, $2,500; Mutual Life, two claims, 
one for $20,000 and one for $3,000, the 


latter being a policy that was running 
on extended insurance; Metropolitan 
Life, three cases, two for $1,000 each 
and one for $500; Prudential, three 
claims, one for $5,000, one for $1,000, the 
other for $500; Home Life, one case, a 
$5,000 policy with an additional $5,000 
double indemnity. 

Some of the companies have checked 
the list of victims and the similarity of 
names indicate that there would prob- 
ably be further claims. However, the 
companies refrain from taking the initi- 
ative where they believe there is a possi- 
bility that one of their policyholders was 
a victim, as it is extremely disconcerting 
to the supposed victim’s relatives to 
have inquiries made about his presumed 
death. 


Gardiner Cowler, Jr., vice-president of 


the Register & Tribune Co., Des Moines, 


has been named a director of the Bank- 
ers Life, to fill a vacancy created by 
the resignation of John H. Brine of 
Chicago. 





contracts in force. 


E. P. Greenwood 
President 





Almost any man could qualify for a one- 
case contract; but Great Southerners have 
to be of one-contract calibre. Their Com- 
pany offers just one contract, direct with 
the Home Office, and identical in all its op- 
portunities for earnings and its require- 
ments for conscientious work with all other 


Great Southerners are selected from 
those who, qualified through experience 
and appreciation, are unswervingly per- 
suaded that life insurance is man’s most 
effective financial bulwark, whether he be 
destined to die too soon or to live too long. 


That's why Great Southerners are suc- 
cessful; they are concerned with the pro- 
blems of life and living which confront their 
clients. They don’t just sell life insurance— 
they provide protection for homes and fam- 
ilies. Furthermore, they are equipped with 
all recognized forms of Participating and 
Non-Participating protection and are well 
and pains-takingly trained to render good 
and faithful service to their policyholders. 





GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


Home Office 
Houston, Texas 
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No Threat Seen in 
Frank's “Venture 
Capital” Proposal 


NEW YORK—SEC Chairman Jerome 
N. Frank’s proposal for a system of 
regional investment firms established by 
the government and the public to supply 
venture capital for small businesses 
would apparently have little effect on life 
company investments except possibly, by 
providing a financial cushion for small 
concerns, to enable life companies to 
make senior loans in a field which they 
would not ordinarily otherwise go into. 

This was the belief expressed by 
Dwight S. Beebe, vice-president and 
financial manager Mutual Life of New 
York, when asked his opinion by THE 
NATIONAL UNDERWRITER. Frank’s_ pro- 
posal, Mr. Beebe pointed out, would not 
compete with life companies, which are 
seeking safety in investment rather than 
a channel for equity financing. 

\s a witness in the TNEC’s hearings 
in February on life company investments 
Mr. Beebe was asked about loans to 








small business concerns. He said the 
Mutual has received very few requests 
for such loans and that “we have not 
sought them, feeling that they are not 
suitable for trust funds.” 
Chairman O’Mahoney’s Views 

At these hearings Chairman O’Ma- 
honey visualized the insurance com- 


panies as drawing in premium payments 
from all over the country while the small 
business man is unable to tap these res- 
ervoirs because of his small scale of 
operations and the fact that they are not 
a type in which a trustee of savings can 
properly invest funds. O’Mahoney was 
not critical of the life companies on this 
score, but stressed the importance of the 
situation from the small business man’s 
point of view. 

Frank’s proposal calls for setting up a 
financial institution, “a sort of specula- 
tive finance company or investment 
trust” as he described it, in each federal 
reserve district, the common stock being 
owned by individuals in the district. To 
stimulate private investment in the stock 
the government would invest in the pre- 
ferred stocks of these institutions. How- 
ever, the government would have little if 
any voting power. ‘The privately owned 
common stock would control the institu- 
tion and elect the officers and directors. 

“Each institution would buy the stocks 
of deserving and growing local business 
enterprises, in good financial condition, 
which needed money for capital expan- 
sion. Frank, who has long been an 
advocate of equity financing rather than 
debt financing, said that generally speak- 
ing, the institutions he proposed, would 
not make loans but would supply equity 
capital instead. The institutions should 
be run for a profit,” he said. 


SELF FINANCING IS NO THREAT 

NEW YORK—Fears expressed by 
the TNEC in its insurance study that 
opportunities for life company invest- 
ments are being seriously narrowed by 
the increasing ability of big business to 
finance its own plant expansion are 
vigorously challenged by E. F. Connely 
of Detroit, president Investment Bankers 
Association of America, in an article in 
the current issue of “Harper's Maga- 
zine.’ 

Against the examples of financing out 
of depreciation reserves cited at the sav- 
ings and investment hearings of the 
TNEC, Mr. Connely sets an imposing 
list of companies which have expanded 
their operations to public financing, such 
as the Dow Chemical financing, total- 
ing $5,000,000 in 1936 to enlarge plant 
facilities; and $10,500,000 by Mensanto 
Chemical in 1937 and 1938. 

Mr. Connely makes the same criticism 
of the TNEC as insurance men have 
made of the insurance hearings: Instead 
of attempting to get at the true facts, 
the TNEC’s investigators attempted to 
Present and prove a case for their own 
Particular theories. 
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Vexwiies F. z Travee 
Speaks at Municipal Muster 


F. J. Travers, second vice-president 
in charge of investment research for 
the Lincoln National Life, was speaker 
and discussion leader at the conference 
on retirement administration sponsored 
in Chicago April 26-27 by the Municipal 
Finance Officers Association. Approxi- 
mately 50 administrators from middle 
west cities were present. 

Mr. Travers talked on investments— 
stressing availability, diversification, se- 
curity and liquidity, short and long 
term maturities, trading operations, 


periodic analyses of investments, and 
handling otf defaults. He then led a dis- 
cussion which revolved around legal 


limitations on investments, responsibili- 
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And in its series of advertisements to 
millions of readers of national magazines, 
New England Mutual is carrying on the 
good fight for recognition of the indispen- 
sable services of intelligent, well-trained 
life underwriters, with special attention, 
of course, to its own men. 


Here is the oft-repeated message: 


For Services Rendered 





“We pay tribute to the effectiveness of our splendid group 
of New England Mutual representatives, and we also wish 
to call attention to the unusual personal relationship which 
exists between all competent and conscientious life under- 
writers and those whom they serve. 

These men and women are in frequent contact with fam- 
They have had 


the emotional lift and deep satisfaction of seeing life insur- 


ilies to whom death has come unexpectedly. 
ance rescue such families from financial hardship, and pro- 
vide the security of guaranteed incomes. 

They have had the pleasure of presenting the first check 
of a monthly income for life to people about to enjoy the 
luxury of retiring from work. 

On the other hand, they have seen the distress of bereaved 
families when the life insurance proceeds have been too little. 
If they are ever thought to be over-enthusiastic, it is only 
fair to say that their activities are influenced by their appre- 
ciation of the suffering that may arise from inadequate life 


insurance coverage.” 


— from the Annual Report of the Directors Sor 7939 


“All Things Human Change . To 
give you the utmost protection and satis- 
faction, your insurance program must be 
kept abreast of the changes that time can 
make in your circumstances and respon- 
sibilities . Your policies should be 
checked over regularly by a New England 


Mutual Career Underwriter.” 





New ENGLAND MUTUAL 
Life Insurance Company of BOSTON 


GeorGe WILLARD SMITH, President 








* FIRST MUTUAL 


LIFE 


INSURANCE COMPANY CHARTERED IN AMERI 
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N. Y. Code Fills 
Important Gaps 
in Exemption Law 


NEW YORK—Inconspicuous but im- 
portant changes which the New York 
code makes in the exemption of life 
insurance, disability income and annuities 
from creditors’ claims were explained by 
Albert Hirst, counsel New York State 
Life Underwriters Association, in the 
lecture course for lawyers which the 
New York City Underwriters Associa- 
tion is conducting. 

Mr. Hirst pointed out that section 166, 
subsection 6, enlarges the scope of the 
exemption statute so that it covers not 
merely life insurance, disability income 
and annuities which were embraced by 
sections 55 a-b-c of the old law, but also 
group life, group annuities, fraternals, 
and cooperative accident and health com- 
panies. 

Clarifies Prior Claims 

A very important provision of the new 
law, Mr. Hirst said, clarifies the status 
of creditors’ claims which arose prior to 
the enactment of the old exemption 
statutes. The scope of section 55a, en- 
acted in 1927, was narrowed by a de- 
cision of the New York court of appeals, 
the state’s highest tribunal, which held 
that the legislature did not intend the 
statute to apply to claims in existence 
before the law went into effect. No 
question of constitutionality was in- 
volved. The new law makes it clear 
that the legislature meant to include such 
claims. 

Mortgages are the most important 
class of debt to which this decision 
applied and which the new law takes 
care of. The new law also makes it clear 
that the new provisions are not intended 
to affect interpretations or constructions 
under the old law, but that section 166 
of the new code applies only to claims 
arising after Jan. 1, 1940, the old law 
continuing in effect on all prior claims. 

Another important point which Mr. 
Hirst discussed is one which under the 
old law might have invalidated the 
exemption in many cases. Under the old 
law exemption could not be successfully 
claimed if there had been a change of 
beneficiary or assignment at a time when 
the insured was insolvent. It was not 
necessary to prove intent to defraud. 


Most Are Technically Insolvent 

Most people, Mr. Hirst pointed out, 
are technically insolvent, since a financial 
statement excludes the most important 
asset, one’s earning power. Therefore, 
under the former law the changing of 
life insurance made payable to the estate 
would force the court to presume that it 
was done with intent to defraud. In 
order to avoid this technicality the law 
now makes it necessary for a creditor 
to show in such a case that there was 
actual intent to defraud. The new code 
also takes care of the famed though 
frivolous-sounding Tid-Bit Soda Shop 
case under which the court held that 
even though an insured were perfectly 
solvent his insurance could never be 
exempt from creditors’ claims if it had 
ever been payable to his estate. The law 
now specifies that it makes no difference 
that the estate was previously the bene- 
ficiary. 

The “proceeds and avails” covered by 
section 55a have been made more specific 
in the new law, which states that the 
exemption covers death benefits, cash 
surrender values, waived premiums, and 
all types of dividends. 

Mr. Hirst touched on the changes in 
55b and 55c, the most important being 
that while income disability payments 
were exempt under 55b, except in an 
action for “necessaries” (such as food, 
clothing, or shelter) the new law 
exempts up to $400 a month of disability 
income from indebtedness arising during 
disability. The old exemption. still 
applies to indebtedness existing before 
disability. 

Complete Social Security data in book- 
let for 50c. Order from National Under- 


writer. 
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Chicago Actuaries Elect 
New Staff of Officers 

















WALTER C. GREEN 


Walter C. Green, consulting actuary 
of Chicago, was elected president of the 
Chicago Actuarial Club at the annual 
meeting held this week. He succeeds 
Ross E. Moyer, vice-president and ac- 
tuary Continental Assurance. F. E. 
Huston, secretary and actuary American 
Life Convention, was elected vice-presi- 
dent, and J. A. Roberts, assistant actuary 
Continental Assurance, re-elected secre- 
tary-treasurer, a post he has held for 
several years. Mr. Green has been vice- 
president during the last year. Mr. 
Roberts reported there are 40 members 
and the club’s finances are in good shape, 
with a substantial surplus on hand. 

An interesting program was given. 
Mrs. V. U. Steirin, Federal Life, told of 
a new system of punch card accounting 
which is being installed in the Federat 
Life home office that will make possible 
the mechanical preparation of premium 
notices, reminders and receipts with no 
hand operation other than preparing the 
punch cards and inserting quadruplicate 
forms in 2,000 unit lengths in the auto- 
matic typewriter. 

Operations Entirely Automatic 


The punch card actuates the type- 
writer, recording on the form the as- 
sured’s name, address, name of agency 
and address, policy number, due date, 
amount of premium due, loan interest 
due and total amount due. From the 
same cards the loan interest can auto- 
matically be calculated. Federal Life 
for some time has been calculating its 
interest on dividends left to accumulate 
in this manner. 

H. C. Reeder, actuary and office man- 
ager Country Life, discussed problems 
arising from the use of the American 
Men table. Not long ago Country Life 
went on the American Men ultimate 3 
percent reserve basis. W. R. MacGregor, 
Country Life, commented on _ recent 
changes in policies and company prac- 


tices. 


N. Y. Federation Campaign 

The Insurance Federation of New 
York has opened a one month intensive 
campaign to increase its membership. 
Posters with the slogan “Join the Fed- 
-ration” and a pamphlet, “Preserve Free 
Enterprise,’ are being widely distrib- 
uted. 


Disaster Hits Burial Companies 

NATCHEZ, MISS.— Unanticipated 
demands on burial policies issued by 
undertaking establishments in Natchez, 
Miss., arising from the dance hall dis- 
aster that took the lives of over 200 
negroes have created difficult conditions. 
It is possible that not all of the com- 
panies will be able to meet the obliga- 
tions. 


Paul W. Simpson on May 1 rounded 
out 25 years as general agent of the 
Aetna Life in Indianapolis. His staff 
honored him with a special drive for 
business starting March 1, which has 
been most successful. 














Just. A Pico Of Paper 
That’s all it looks like. 


But what this insurance man in handing 


the widow is far, far more than that. 


It is a check for her late husband’s life 
insurance claim, and, summed up, it be- 


queaths to her — 


Independence of others. 

Her undivided attention to her little girl. 
Funds for the child’s education. 

The means to pay off all encumbrances 


on their home. 
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Lehman Signs Contingent 
Tax Measure in New York 


NEW YORK—Governor Lehman has 
approved the bill charging to domestic 
—— of all types the expenses of 

the New York insurance department in 
excess of receipts from licenses, fees, 
and refunds. Allocation among compa- 
nies is to be based on premiums on New 
York business. While the premium 
taxes collected by the state are vastly in 
excess of the department’s expenses ex- 
clusion of taxes results in a deficit which 
ordinarily runs about $100,000 a year. 
When the law becomes effective every 
dollar of taxes collected by the state 
from insurance companies will go to the 
state, none of it being used to operate 
the department. 

The bill as first drawn would have 
pro-rated the deficit among all compa- 
nies doing business in New York in 
proportion to their New York business 
This was later amended for fear of pos- 
sible retaliation by other states against 
the New York companies. 

The governor approved the bill setting 
forth detailed standard war clause pro- 
visions to be included in disability poli- 
cies but vetoed the war clause proposal 
for life policies. 


Corrects Erroneous Reference 


He approved a bill amending the pre- 
mium tax section of the insurance law 
to correct an erroneous reference to the 
insurance law and also a bill permitting 
the insurance superintendent to disap- 
prove any policy, contract, application, 
rider, endorsement or certificate of a 
domestic insurer for delivery outside of 
the state if it would be harmful to the 
interests of policyholders. Other meas- 
ures which he approved were a bill mak- 
ing standard policy provisions applicable 
to policies “delivered or issued for de- 
livery” in New York state rather than 
“issued or delivered,” since the old 
phraseology might have been construed 
as prohibiting issuance of policies in 
New York state for delivery in other 
states, where provisions prohibited in 
New York are permitted. 

Another bill approved by Governor 
Lehman amends the standard provi- 
sions of industrial policies, such as add- 
ing provision for a refund on premiums 
paid at the home office, giving the in- 
sured the privilege, on written request 
and evidence of insurability, of convert- 
ing weekly premium insurance to any 
other form of life insurance; and grant- 
ing a like conversion privilege to month- 
ly industrial policies. The same bill 
adds a provision that the policies may 
be assigned to any organization under 
the jurisdiction of the superintendent of 
banks. 

The governor vetoed a bill prohibiting 
separate actions for taxes, interest and 
assessments. This measure might in 
some cases have hampered life compa- 
nies in protecting their interests as 
mortgagees. 

All bills have now been disposed of, 
as the “pocket veto” period, dating one 
month from the legislature’s adjourn- 
ment, expired this week. 





Kremer Defends Agency System 


C. M. Kremer, Madison, Wis., state 
manager Central Life of Iowa, com- 
menting on the agency system at a 


dinner meeting of the Lions Club at 
Stoughton, Wis., said that while life 
insurance is generally accepted now as 
being desirable and necessary, in only 
a few instances are policies taken out 
voluntarily and without considerable 
sales effort on the part of an under- 
writer, 


Actuaries Hear Guertin 


The Penn Mutual Life was host to the 
Actuaries Club of Philadelphia. A. N. 
Guertin, actuary of the New Jersey de- 
Partment, was a guest. He has been 
serving as chairman of the committee 
appointed by the commissioners to 
Study the need for a new mortality 


table. Mr. Guertin discussed “Valuation 
Standards and Mortality Tables.” After 
his talk the meeting was opened for in- 
formal discussion. 

A discussion of the effects of the. de- 
cline in interest rates and the increase 
in life insurance assets was opened by 
E. W. Marshall, vice-president Provi- 


dent Mutual. B. F. Blair, Provident 
Mutual, was chairman. 

It was decided to sponsor study 
groups for actuarial students in the 


Philadelphia area commencing this com- 
ing fall. 


Institute’s Preliminary Program 
DALLAS—Preliminary details of the 
plans for the annual convention of the 
Institute of Home Office Underwriters, 
to be held at Lookout Mountain Hotel, 
Chattanooga, Tenn., Sept. 5-7, have been 
announced by President John L. Briggs, 
Southland Life. Speakers scheduled in- 


clude A. M. Best, New 
president of Alfred M. 
and Dr. D. B. Cragin, 
of the Aetna Lite. 

An interesting part of the program 
will be a case clinic discussion, with sep- 
arate sections for ordinary and indus- 
trial underwriters, the ordinary session 
to be presided over by Walter Menge 
and Ray Burke, with Al Biggio as chair- 
man for the industrial session. Chair- 
men for gt —— include “Chet” 
Barney and ° Beresford. 


York City, 
Best Company, 
medical director 





Pennsylvania Committee Named 


The committee appointments have 
been completed for the convention of the 
Insurance Federation of Pennsylvania, 
known as Pennsylvania Insurance Days, 
at Philadelphia, June 4-5. A. J. Davis, 
vice-president Provident Mutual Life, is 
general chairman. Mrs. M. H. Fireng, 
assistant secretary of the federation, is 
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John Glendening, 
is publicity 


registration chairman; 
vice-president Franklin Fire, 
chairman; J. D. Pharaoh, II., United 
States Fidelity & Guaranty, is reception 
chairman; W. K. Wise, vice-president 
Provident Mutual Life, is chairman of 
the luncheon session; W. S. Kite, resi- 
dent vice-president Hartford Accident, 
is chairman of the smoker; W. L. Tal- 
bot, president Fidelity Mutual Life, is 
chairman of the banquet committee, and 
L. N. Lukens, Jr., Lukens, Savage & 
Washburn, is chairman of the luncheon 
committee. 


To Close Cincinnati Meetings 
CINCINNATI Closing the 1940 
business program of the Cincinnati As- 
sociated Life General Agents & Man- 
agers May 6 is F. C. Wigginton, agency 
manager of Bankers Life of Iowa, Pitts- 
burgh, who talks on “Profitable Train- 
ing. 





PUTTING “STUFF” ON THE BALL 


When a John Hancock agent presents 
the readjustment income plan to a pros- 
pect he is assured of a good delivery. The 
plan is popular because it does not call 


for a big outlay, and it is aimed at a need 








oF Boston, MASSACHUSETTS 
GUY W. COX, President 


LIFE INSURANCE COMPANY 


that is universal. John Hancock national 
advertising paves the way by its vivid pre- 
approach presentation of the subject and 
leads the way to a “winning delivery” for 


John Hancock agents. 











10 


HeNATIONAL UNDERWRITER 


LEADERS AT LIFE OFFICE MANAGEMENT MEETING 





we 3, 1940 


—$——— 








WwW. P. BARBER, Connecticut Mutual 
President 


State Supervision 
Found Beneficial 





(CONTINUED FROM PAGE 1) 

nies whether it is necessary or not and 
those of us who believe, because of the 
very substantial increase of expense in- 
volved and the interference with state 
responsibility, that there should be par- 
ticipation only when there is some real 
need or sound reason for it.” 

An argument can be made for each 
point = view, Mr. Pink said, adding that 
“we should not be discour aged because 
there is some controversy. 

“This has existed ever since examina- 
tions were begun and one of the main 
purposes for forming the National Asso- 
ciation of Insurance Commissioners in 
1871 was to prevent indiscriminate and 
raiding examinations of companies lo- 
cated in other states and to induce the 
supervising authorities to accept the re- 
ports of examinations of the home state,” 
he pointed out. 





Companies Welcome Examinations 


Mr. Pink outlined in considerable de- 
tail the history of supervision in New 
York state, saying that supervision as it 
is now known really came into being as 
a result of the Armstrong investigation 
in 1905. He particularly stressed the im- 
portance of departmental examinations 
of home offices and said that “the well 
managed company welcomes the experi- 
enced examiners and the thoroughgoing 
way in which they go over all the affairs 
of the company. If there is anything 
that can be justly criticized, anything 
weak, anything that can be improved, 
they want to know it.’ 

“T have known aaleiiltis to ask for 
examinations in advance of the regular 
time because they believed that a new 
examination would show that matters 
formerly criticized had been eliminated,” 
he said. “Even though a company may 
not be insolvent, nevertheless if the 
practices disclosed are so reprehensible 
that strict censure is required, that alone 
may be sufficient to at least endanger 
the successful continuance of a com- 
pany.” 

Takes Up Two New Factors 

Mr. Pink touched on two new phases 
which were played up in the TNEC 
hearings on life insurance: “interlock- 
ing” directors and valuation of fore- 


closed real estate. He said it would 
probably be unwise to prohibit compa- 
nies which have one or more directors 
in common from doing any business 
with each other, i 


since in view of the 


G. A. HARDWICK, Penn Mutual 
General Chairman 


closely woven net that exists in the 
business world between the financial or- 
ganizations it would eliminate from the 
boards of trustees of life companies 
many men who might, because of their 
experience in varied interests, be useful 
to the policyholders. 

“We cannot legislate the good taste 
or the alert and active conscience which 
every life trustee should possess,’ he 
observed, adding that “those who would 
seek further restrictive legislation per- 
haps do not realize the power of exam- 
inations to cure any irregularities which 
may exist.” 


Close Watch on Real Estate 


As to real estate values Mr. Pink 
said: ‘When real estate values have be- 
come more settled and fluctuations less 
severe, we shall put into effect definite 
rules as to fixing book values. Mean- 
while we are watching the real estate 
investments very closely and requiring 
the companies to write down book val- 
ues as necessary or set up proper re- 
serves in accordance with our findings. 

3ut the matter of book value and 
the conservative capitalization of inter- 
est and taxes and other charges has 
been perhaps overstressed. The _ for- 
mula which is used is only preliminary 
and a guide. The overstressing of for- 
mula is indicated in our study of 1937. 
Upon examination of the companies we 
found that the conservatism or lack of 
conservatism of the formula used had 
little or no relationship to the char- 
acter of the real estate or the difficulty 
ef the problem in each company, 


Proof of Pudding 


“The best test is: What is the real 
estate worth? That can be ascertained 
only by an intelligent and accurate ap- 
praisal. In our state we have skilled 
and experienced real estate appraisers 
who hold their positions through civil 
service... Whenever we make an exam- 
ination we test-check the real estate in 
order to make sure that there is no 
overvaluation and if there is that suit- 
able reserves are set up. .. This, rather 
than the formula, is the real proof of 
the pudding.” 

President L. W. Douglas of the Mu- 
tual Life of New York was the speaker 
at the annual banquet. Mr. Douglas’s 
talk did not deal directly with insurance 
but rather with the extent to which this 
country’s entire welfare is linked with 
the current European war. 


Interest in European War 


“Our vital national interests are 
deeply involved in the outcome of this 
great struggle,” he said. “The Ameri- 
can way of living will be changed be- 
yond recognition if a glorified personal 
state, faithful only to savage force as 


HOLGAR J. JOHNSON, New York 


President Life Insurance 


Institute 


FRANK L. ROWLAND, New York 
Executive Secretary L.O.M.A. 














The Victory Life’s 


19th Annual Statement 
Reflects Continued Growth and 
Increased Financial Strength 


December 31, 1939 


RESOURCES 
Cash in Damks. o6cccc 0k $ 163,561.14 


(available for imme- 
diate payment or other 
cash demands) 
Bonds (market value) 
Mortgage loans on real 
estate (first mortgages 
for not more than 50% 
of the appraised value 
of any property)...... 
POMCY NORMS: ccc 0-052 700 
Real Estate owned (no 
encumbrance) 
Interest due and accrued 
on mortgages (interest 
over one year not in- 
CIBUEGN) 2555 eaeis cets:s 
Interest due and accrued 
on bonds not in default 


Renewal Premium Notes 
Rents and interest due 
and accrued on _ real 
estate 
Deferred and Uncollected 
Premiums (fully pro- 
tected by policy re- 
BERBER) ccs ereceren es iiss 
All other assets ............ 


TOTAL 


Highlights of The Victory Life’s Statement 


@ Assets increased $208, 
new all-time high of $9,947,500.96. 


3,681,139.23 


1,593,430.6 


2,295,2% 32.21 


1,928,563.69 


31,811.10 


37,305.44 
5,412.37 


11,460.73 


182,628.37 
16,958.00 


$9,947,500.96 


552.90, to a 


@ New paid-for insurance in 1939 


amounted to 


Company. 


OFFICERS AND 


ALLEN, President 
and Gen. Mgr. 


JAMES A. 
W. J. BRYDEN, Secy. 
ARCH M. CATLIN, Ist 
W. _L. McELFRESH, 2nd 
D. H. MARTIN, 3rd V 


$5,631, 


Vice-Pres. 
Vice-Pres. 
ice-Pres. 


MILTON B. MILLER, Med. Director 


RALPH T. O’NEIL 
W. E. DAVIS, Assistant 





General Counsel 


Secretary 


036.00, the 
largest volume written in any 
single year in the history of the 


LIABILITIES 
Net Reserve ... 


(The amount 
Reserve 
law to assure 


icy obligations will be 


promptly an 


met. This reserve is 
verified by the State of 


Kansas). 


Policy Funds ... 


(This amount 


left on deposit with the 


Company by 
holders). 


Policy Claims .. 
(This amount is for 
payment of policy 
claims incurred in which 


final papers 
been received 


cember 31, 1939). 
Reserve for Taxes ..... 
Reserve for interest and 

premiums paid in ad- 


MONO saat sreteie a nenniecs 75,749.09 
Reserve for policy divi- 
GGRES® ) eciecerhoterrn Sctsisis 94,487.54 
Reserve for miscellaneous 
liabilities (Items not 
Sosa) | 2) On a eer tea 7,296.55 
Capital, surplus and spe- 
Gig SURES e686 cntecaun 951,966.47 
WOES: cscs etes $9,947,500.96 


@ Insurance in 


$37,796,925, the largest amount in 
the history of the Company. 


@ Policyholders 


were paid $979,100.79 in 1989, 
making the total paid since or- 


ganization of 
100.79. 


DIRECTORS 


W. J. BRYDEN, Jr.. Asst. Secy. 
E. E. SHURTLEFF, Asst. Gen. Mer. 
JOHN C. NELSON, 
JOHN H. LINN, 

R. N. HALL, Director 
JESSE C. DENIOUS, Director 
F S. DAVIS, Director 

FRANK W. 8 Mer. Farm Loan 
pt. 


RANK 


THE VICTORY LIFE 


Insurance Company 


required by 


wees $8,147,453.01 
of Legal 


that pol- 
d_ fully 


635,548.30 


has been 
Policy- 


12,000.00 


had _ not 
by De- 


23,000.00 


force increased to 


and _ beneficiaries 


the Company $6,079,- 


Off. Mgr. & Aud. 
Mgr. Renewal Dept. 


TOPEKA 


Kansas 
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the arbiter of mankind to dominate 
the world. Whether we like it or 
whether we don’t, our destiny, fashioned 
in our traditional form, is inevitably 
linked to the future of those powers 
that cherish the fundamental values that 
have characterized this republic since 


the day of its birth, ‘conceived in lib- 
erty and dedicated to the proposition 
th at all men are created equal.’ 


“This is not merely another European 
This is a struggle between two 
contradictory, two clashing ways, 

We can not escape the conse- 
quences of its outcome. Should the 
lands of Rousseau and Burke succeed, 
it will be ditficult enough to reconstruct 
a peaceful world. It will be impossible 
should they fail.” 


C. A. GOUGH 


war. 
wholly 
of lite. 








public has confidence in insur- 
ance over and above almost any other 
institution, C. A. Gough, deputy com- 
missioner of New Jersey, declared. “I 
am convinced,” he said, “that this con- 
fidence has been promoted by intelligent 
supervision on the part of states, and 
in connection with which the form of 
financial statement blank has been a 
vital part.” 

He said 


The 


this blank, supplemented by 
other forms of evidence of company 
practice and condition has kept the 
commissioners acquainted with full de- 
tails of company operations and super- 
vision has developed with due cogni- 
zance of the point at which management 
ceased and supervision began. 

“Supplementary to this purpose,” he 
continued, “the public is being supplied 
with vital facts on the basis of which 
they may intelligently act in their own 
self-interest and on the basis of their 
own responsibility. 


Forces Correction of Faults 


“Not only the public, but the insur- 
ance companies themselves have a stake 
in the availability of financial statements 
of insurance companies required to be 
filed as public documents. By making 
available, to all, detailed information 
with respect to the condition and op- 
eration of all, the requirement forces 
each company into an attempt to cor- 
rect those elements in its operations 
which make it appear in an unfavorable 
light, thus developing an influence for 
improvement in the practices and con- 
dition of all 

“The extensive publicity given to 
data contained in such _ statements 
through trade publications and through 
the agency forces of the various com- 
panies generates a _ regulative force 
which is probably as strong as any 
Statutory regulation which might be 
imposed by state governments or other 
governmental bodies.” 


Most Complete Survey 


Mr. Gough said there is no financial 
statement with which he is acquainted 
that gives such voluminous details to 
the public relating to transactions in 
Securities and other assets as that of 
the insurance companies. With only a 
few exceptions, he said, every invested 
asset owned, acquired or disposed of 


must be separately itemized. Acqui- 
sitions and sales are individually re- 
ported, showing cost, selling prices, 


profits and losses. 
Mr. Gough said there has been criti- 
cism from time to time that the life com- 
panies statement blank is antiquated and 
the hybrid cash basis causes it to be 
misunderstood by many people. The gain 
and loss exhibit has been found con- 
fusing, However, he said, in its basic 
form the blank is similar to that used 
for other types of insurance companies. 
Many people believe a revenue form of 
Statement would result in 2 better under- 
Standing of the financial transactions 
and conditions of the company, yet there 
are many in the insurance business itself 
as well as in state insurance departments 
who recognize disadvantages as well as 
advantages in a poss: ible change to a 
revenue form for insurance companies, 
and especially the life companies. 
Mr. Gough said the convention form 
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of statement is so saadaaaa that by 
proper grouping of items irom state- 
ments for successive years a revenue 
statement can be developed. On the 
other hand, a reversal of the process 
might be difficult and possibly miuslead- 
ing. 

Matter of State Regulation 


He said there also has been criticism 


of the fact that varying valuation 
methods are used in the statement, re- 
sulting in difficulty in comparison be- 


tween companies and the form of blank 
often has been blamed for this, the 
claim being made that the blank should 
specify a valuation basis for various 
assets and liabilities. Mr. Gough held 
there is much merit to the idea of uni- 
formity in values, but it is not tie pur- 
pose of the annual statement blank to 
prescribe valuation methods The ati- 
nual statement is the statement of the 
company management. The examina- 
tion report is the statement of the m- 


surance department examiners. ‘There 
is no fundameutal reason, Mr. Gough 
said, why they should be similar su far 


as assignment of values is concerned. 
The commissioner may Getermine the 
value of assets and liabilities on what- 
ever basis he considers correct, regard- 
less of the values used by the company 
in its statement. The problems pre- 





W. T. CRANT 
President 


















































SAYS 


he said, are not a matter of 
and 


sented here, 
blanks but of departmental policy 
instruction to companies. 

“T am much impressed with the con- 
structive criticism that arises from 
various quarters from time to time, 
bi aids the various supervisory au- 
thorities in the more intelligent dis- 
charge of their duties, in the mainte- 
nance of standards which lead to better 
supervisory practices and which pro- 
mote improvement in the management 
of the financial institutions subject to 
public supervision. There should be no 
failure to recognize the tremendous ad- 
vances which have been made in com- 
pany practice and supervisory proced- 
ure, particularly the progress since the 
establishment of state supervision on a 
sound foundation following the Arm- 
strong investigation in New York and 
similar investigations in other states. So 
long as_ satisfactory development in 
these matters continues, I will be con- 
tent. 


GEORGE A. BOWLES 


State insurance commissioners, who 
represent the people, have not been too 
easily satisfied with insurance compa- 
nies’ reports, A. Bowles, Virginia 
commissioner, declared in a talk on “In- 
surance Accounting Practices.” He is 








C evkaitly Tot a Shut artner, : 


THE WIFE. OF A B. M.A. SALESMA 





"When my husband became assoc 


Business Men's Assurance Company he told me all 


about their Complete Income Protect 


cided right away that instead of being his SILENT 
PARTNER | was going to tell everyone | met about 


the B. M. A. 


"| even devised what you might call 


Wife's Platform . B, Believe In You 


Make Him Work: A, Advertise His Business. 


Vas 


needs a little prodding now and then, | simply remind 
him of his friend, Bill Jennings, who didn’ 


protection when injured in an auto accident recently. 


"But most of all, 
| can, because | know he's helping oth 


themselves. And I've also learned that th 


plan for every need. So each time | find a new pros- 
pect for the B. M. A. | have the double satisfaction 
of helping my husband and also the prospect. 


"That's why, like other B. M. A. wives, I'm never 


SILENT about my husband's job. I'm 
that he represents the B. M. A.” 


Business Men's Assurance Company 


KANSAS CITY, MISSOURI 


Vice-Pres 


J. C. HICDON 


surely believe in my husband and when he 


| advertise his business whenever 


11 


past president of the commissioners as- 
sociation. 

“No one who has taken the trouble 
to examine the detailed and ‘extensive 
financial reports that are filed by insur- 
ance companies with the states today 
would be willing to say that the state 
supervisory authorities have ignored the 
details of the business and have been 
content with the broad superficial facts, 
he said. “More than any other group, 
with the possible exception of the insur- 
ance company managements themselves, 
the insurance commissioners have prob- 
ably been responsible for the accounting 
practices and systems now in_ use 
through their control of the form and 
oa of the financial reports required 
by the state. 

“The business has grown in both size 
and complexity, and with this growth 
the demand of the insurance commis- 
sioners for more details and more infor- 
mation from the companies has also in- 
creased. Insurance company account- 
ing practices must perforce be geared 
to meet this demand. 


May Be Too Complicated 


“Perhaps in some instances we have 
gone too far and perhaps in attempting 
to achieve a uniformity in reporting and 
at the same time satisfy all our wide 
and varying interests, we have helped 
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ion Plan. 
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+t have B. M.A. 


er people help 
ere'sa B.M.A. 


mighty proud 
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5 1 i ; ; i ¢ 1 open meeting how laymen feel 
to produce financial reports which are C ti annua J 
i i 2 as rendere: 

too voluminous and too complicated. I onventions rea a ins — pe Bae ie ek 
do believe that we cannot expect the in- - tully pe -0alape aa we! — 
a > m ; - ; at; . . . . ~ Y re c oO > so a od - 
surance companies to be in a position May 6-7—Insurance Division, American . ee nae ag inte 1h 
to satisfy all the whims and desires not Management Association, Hotel Tray- Dqvyjidson Speaks in Los Angeles poiein sete rote Galilicseat. — — 
gxo0o0c = 


nly of those of us who act in a super- ™ore, Atlantic City. ? : 
et : "" May 8-9-—Life Advertisers Associa- LOS ANGELES — Preparation was mented on the growing tendency on the 


ag ge id gp = er yee — tion, North Central Round Table, Neth- ctressed by Clinton Davidson, New part of agency and company officials 
ess well defined connections with the erland Plaza Hotel, Cincinnati. York, president of the Estates Planning to eliminate the unfit agent. In ap- 


insurance business. I do not mean to May 15-17—Industrial Insurers Con- .. : : ere Svar cn ear, ie 
suggest that we should close our senses ference, annual meeting, George Wash- COrporation, before the Los Angeles preciation of Boston University’s in- 








to criticism or suggested improvements. i™&ton Hotel, Jacksonville, Fla. C. L. U. chapter. He said that the five terest and cooperation in life insurance 
On the contrary, I believe we should hag J 16 fhe gan Society of Amer- jinutes it took him to sell one man education, the Boston chapter presented 
. gris ‘ : ica, New York City gee eas ee a Be is : ae -. ai seks 
listen to all such proposals and examine | May 16-17—Bureau of Personal Acci- three $1,000,000 policies on his three rd library Pea oa t ie h sea table 
them with great thoroughness, so that dent & Health Und., Claridge Hotel, At- children was the result of years of train- Among the guests at the he 
we may glean from them whatever ideas lantic City. mg. were President D. C. Marsh of Boston 
may in the long run improve and make _May 16-17— Actuarial Society, New Four things were necessary: “Know University; John P. Williams, educ: A~ 
more safe this great business.” York. oe: pass your self, know your fellow men, know tional director the American College of 
lis enteted. cmt @ sy ah ate May _17-18—lIllinois Association of \our business and then apply your Life Underwriters; M. L. Buchanan, 
e pointe out that some of the in- Life Underwriters, annual meeting, aes cote et ii Nations! chapter; Prof 
formation called for from insurance com- Springfield, Il powers. CHCCCOr a f University: 
Mr. Davidson urged life men to get Leo Drew O’Neil of Boston University; 


panies by various groups would require May 23-24—American Institute of Ac- | -\. sh baad Borns a 
extensive revision of the companies’ tuaries, Edgewater Beach Hotel, Chi- their prospects dissatisfied with their Fitzhugh Traylor, chairman oston 
practices with consequent heavy expense eae present set up. “Get information about chapter educational committee; G. Pe. 
© . ‘ € - oc. ” seQociati ; ° . ve : = e rs 
seeps Seat pe a ES ee lea LSM May 27-28—Association of Life Insur- the men you are going to see. Pick out Smith, president Boston Lite Under- 
rhe policyholders, he said, are entitled ance Counsel, Homestead, Hot Springs, : : Speer ; Riis Nee, aaeee ee’ 
nae ON ee ; Ree Vv the things that are going to scare him.” writers Association; Clyde . Gay, 
to complete information about a com- Va. H nas t 3 ith bpertisi ‘dent Boston General Agents & 
> +.° ° = - —_ - 7 fs a ~ agree J 2 re S PS e 908 7 a oM s « 
pany’s condition and operations, yet it June 4-5— Pennsylvania Insurance e does not agree with advertising presiden Joston C a ae 
must be remembered that in such a D#¥8 Philadelphia. men who say ads should not talk nega- Managers Association, anc ee 
mee . : et June 4-6—Medical Section American tives. He declared the negatives should Wadsworth, president Boston Super- 
complicated business there are very few yife Convention, Broadmoor Hotel, Colo- : ER : : ie = 
ealent a I ld 1 J eerste : ° be presented. Success comes to the man yisors Club. 
policyholders who would have any use rado Springs, Col. 


: : ho “overcomes.” sae 
tor a complicated, detailed and technical June 6-7—Canadian Life Insurance P spells sti- 
financial report. Officers Association, annual meeting, ————— Holgar J. Johnson, president In: ti 
Mount Royal Hotel, Montreal. tute of Life Insurance, will address the 


righ Sieh Peports designed for the SUN, evar —aatgnal asgociation ot Layman's View Given in Boston Nt\."york city C. hy U. chapter Mav 

densed and simplified,” he said “I feel iy me a William Cunningham, sports writer 8. The luncheon will be at the Hotel 

that much progress wlth ag taney z and columnist of the Boston “Post,” McAlpin instead of the Martinique, 

ing the recent past in the matter of fur- told the Boston C. L. U. chapter at its where the chapter has met in the past. 

nishing simple and attractive financial . 

statements to policyholders.” Famed Medical Director of 
Edmund Fitzgerald, vice-president 

Northwestern Mutual Life, and Clarence Northwestern National Dies 

Klocksin, legislative counsel, attended 

the meeting as delegates of the Milwau- (CONTINUED FROM PAGE 2 

kee Association of Commerce. 





Princeton; two daughters, Mrs. H. Brew- 

ster Atwater and Virginia F. Cook, both 

of Minneapolis; tour grandchildren, and 

Agency System Not a brother, Thomas G. Cook of Prince- 
ton, N. J. 

° A number of life insurance and med- 

Te) Bad: McEvenue ical groups were represented at the 

funeral. 

(CONTINUED FROM PAGE 1) The following committee represented 

sia igi , cit a the American _ Convention at the 

with the highest earnings of any pro- funeral: Dr. W. E. Thornton, chairman, 

fession, $5,000 annually, was not earning second vice ee and medical direc- 


any more ‘than the high class insurance tor Lincoln National Life; Dr. J. E. Bo- Increased Earnings —— 


salesman. Following in order after the land, medical director Country Life; Dr. 
physician come lawyers, graduate engi- T. H. Dickson, medical director Minne- A S l bl P d 

neers, dentists, college professors, archi- sota Mutual Life; Dr. Harry W. Ding- ore a a e TO uct 
tects and journalists. The last named man, vice-president and medical director 


work 15 years before they reach an aver- Continental Assurance; Dr. O. S. Ran- | 
age peak of $2,500. The speaker used dall, medical director Midland National 








as reference a recent survey by H. F. Life. ‘ ee ae 
Clark, professor of educational econom- The Association of Life Insurance The Franklin believes that to have a 
ics, Columbia University. Medical Directors was represented by r 

“These results encourage us to be- Dr. D. E. W. Wenstrand, medical di- worthwhile agency force you must have a 
lieve that with such earnings possible rector Northwestern Mutual Life, the : 
during such a period, the problem of American Service Bureau by Lee N. prosperous agency force. 
underwriters’ compensation takes on a_ Parker, president; the Minnesota State c 
less serious complexion. It is conceiv- Medical Association by Dr. C. B. Drake 
able that as such facts become better of St. Paul, and the Mayo Clinic by Dr. ; eh cp : 
known, we might witness an interesting W. F. Braasch of Rochester. In furtherance of this belief, Franklin 
revolution of thought in regard to the Among the officials of other life com- : 
possibilities as well as the dignity of life panies attending were T. A. Phillips, agency contracts are generous and Franklin 
underwriting as a profession. president, and H. W. Allstrom, vice- = 

Mr. McEvenue believes that they are president and actuary Minnesota Mutual. tOx7 i 
rapidly moving into the period when $n — had been active in civic and policy contracts are designed not only to 
salesmen will be really selected more ‘public health affairs in Minneapolis. For . : : 4 : 
carefully and in fewer numbers; when a number of years he was director of the give the utmost in benefits and service 
each salesman will be required to serve Minnez apolis council of social agencies . : 
a probationary period of three, six and and of the Minneapolis community to policyholder and beneficiary, but also to 
12 months of careful, individual training health service. He was chairman of the 
and inspection, to be accompanied by building committee of St. Mark’s oive Franklin agents a product to sell that 
rapid and fairly rigid elimination of the Episcopal Church in 1927 when the ™ i 
unfit, with the hope that the bulk of present parish house was built. will put more money in their pockets. 
agency turnover could take place in the With no previous illness or warning of 


first six months; when there will be any kind, Dr. Cook’s death came as a 
closer supervision and more intensive severe shock. He went to the office in 
training of salesmen, with more rigid the morning as usual, in apparent good 
enforcement of minimum earning or health. About 10:45 a. m. he suffered 
production requirements; and when a coronary attack, and was removed to 
there will be a more general recogni- the hospital where he died at 11:50 a. m. Over $177,500,000.00 Insurance in Force 
tion of earnings as a sound objective. The only member of his family at his 

It must be recognized that there is bedside was Henry, Jr. Mrs. Cook was 
no escape either for the individual or yisiting relatives in Richmond. 


the company in this or any business 

from that old law of life which can be hari 

roughly stated as, “The race is to the Great Northem Indiana Rally 

swift, the battle to the strong—only the 


fi rive.” “he PLE 2¢e : side H. G. Royer and Assist 
ime ‘when the needs for life insurance Vice-president E. P. Oertel of Great LIFE INSURANCE COMPANY 


time when the needs for life insurance 





56 Years of Distinguished Service 


were so many or so varied nor the quali- Northern Life conducted a meeting in 

fications demanded of the agents to Indianapolis attended by 22 agents. SPRINGFIELD, ILLINOIS 
meet these conditions more exacting. Carl Songer, supervisor for northern : Pa © 
And never were the opportunities Indiana, made the arrangements. A. C. CHAS. E. BECKER, President 


greater for the qualified agent to earn Palmer of the R. & R.. service, was 
rewards which the agency system offers guest speaker. Some popular radio 
to the salesman. talent furnished the entertainment. 
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dustrial Meeting’ ay 

Industrial Meetings paldfor In Force | 
Acacia Mut.......$ 279,250 $ ; 592 
Aetna Life Ord 1,823,153 2 6 


Comprehensive Card ‘eta tire0Gr 2u1n330 



























Allianee ..... Ord. 593,096 
ss Alliance ...... Gr. 5,000 | 
Plans have been completed for the Amer. Farm. Mut. 155.216 
annual meeting of the Industrial Insur- Amer. Mut., la.... 2,277,048 
ae. ee H >1 George Wash- Am. Nat. Tex. .Ord. 144,032 4 4 
ers Conference at Hotel George asn- ‘Am, Nat. Tex..Ind. $51,035 1,: oa ate 
ington, Jacksonville, Fla.. May 15-17. Amer. Res......... 530/002 4,171,290 
The executive c ittee will mee e Amer. United..... 875,715 2,99 2 
Phe aig a v ] me ene pote 8.918168 
evening OF May o> le past preSi- Bankers, Neb..... 1,432.13 
dents’ dinner will be held the first eve- Berkshire ........ 128,95: 
ning of the convention and the annual sean 5 pa a by . 340,75 
banquet the second evening. Speakers at Ganical fawa..... 460 
the convention will include Second Vice- Central, Ill........ 1: 
president C. G. Taylor, Jr., Metropoli- Columbia Mut., la. 1 


< s Columb. Nat..Ord. 
tan Life; H. J. Johnson, New York €olumb. Nat._.Gr-. 


City, president Institute of Life Insur- Columbus Mt..... 
ance; A. B. Langley, president Carolina Conn. Genl....Ord. 


ae ~ ° . 2 eye" Conn. Genl.....Gr. 
Life, Columbia, S. C.; Guilford Dudley, Gonn: Mihai 
Jr., vice-president Life & Casualty, Cont., Ill......Ord. 


Nashville; E. B. Smith, manager Green- €0Dt» a x ee 
ville, S. C., district Carolina Life; D. J. Equitable, la....:: 
Wellenkamp, sales promotion manager Equit. Soc.....Ord. 
Washington National; E. L. Stritch, Titeiaceaa'a wee 
assistant vice-president National Life & Farm. & Bankers. 
Accident; H. C. E. Johnson, vice-presi- Farmers Un..Ord. 
dent Interstate Life & Accident; F. E. ERarmers Un....Gr. 
Spain of Birmingham, general counsel Fid. Mut ; 
Liberty National Life; J. F. Finlay, Franklin ......... 
general counsel Interstate Life & Acci- G¢"- Amer... .Ond. 
dent; W. C. Turpin, general counsel Girard . ‘a ere 
Bankers Health & Life, Macon, Ga., and Great North... .... 
P. M. Estes, general counsel Life & See aes 
Casualty, who is chairman of the con- Home, N. Y....... 
ference committee on laws. Illinois Bankers.. 

F. P. Samford, president of the Lib- eae gan oO 
erty National Life, is president of the John Hancock..Gr. 
conference and will give the report of John Hancock. Ind. 
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cent increase in new business for the 


first quarter over the same period in —— 

1939 is recorded. Production for March The J. B. MacWhinney agency of ROVIDEN } U I UAL 

was 60 percent higher than for the same John Hancock Mutual Life in Newark | 

month in 1939. tendered Mr. MacWhinney a luncheon || Lire INSURANCE COMPANY OF PHILADELPHIA 
R. J. Wiese, general agent North- jin recognition of his first anniversary Pennsylvania @ Founded 1865 

western National Life, Chicago, took a> gceneral agent. He was presented a 

second place nationwide in April, sur- }).° 

passed only by the home office agency. '@fse number of applications wyritten 

In the same month last year when the between April 15 and 30. C. A. Ross, 

Chicago agency was opened, it stood supervisor, gave a talk on advanced 

fifth from the bottom. underwriting. 
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Dr. H. W. Cook-Man of Versatility 


Tue death of Dr. Henry Wireman 
Cook, vice-president and medical direc- 
tor of the Northwestern National Life, 
recalls the diversified, constructive en- 
ergy of very resourceful man. Dr. 
Cook was much more than a conven- 





tional medical director. During his day 
he became a factor in many sections, 
not only his Own organization but 
in the organized work of life insurance. 


During the interim between the former 


and present management of the North- 


western National Life, Dr. Cook was 
the executive head of the company. In 
general administrative work he re- 


sponded very rapidly to the demands of 


the times. He was responsible for the 
present type of construction and layout 
of the home office building. He was 
one of the founders of the Life Office 


Management Association and served as 
its president. 
Recently his new book came off the 


press, being a very practical guide to 
underwriting and medical selection on 
part of agents, it being written in lan- 
guage that all can understand. In the 
Medical Section of the American Life 
Convention and in the Association of 
Life Insurance Medical Directors he was 
prominent and served as head of these 
institutions. Socially and personally Dr. 
Cook was most agreeable, amiable and 
cordial. 

He had an exploring, inventive mind. 
He possessed imagination and looked 
beyond the pale of his own environ- 
ment. 

Clearly Dr. Cook was an all-round 
man. 


Motivate Prospects to Action 


The best way to get signatures on ap- 
plications is to paint the picture of Life 
Action. Factual presenta- 
tions appeal to a prospect's reason but to 
it 1S 


Insurance in 


keep him from “thinking it over” 


necessary to motivate him. 








“Life Insurance in Action” has been 
the slogan ¥ the annual Life Payments 
Number of THe Nationat UNDERWRITER 
for at least 10 years. To supplement its 
factual presentation showing how much 
life insurance money is being paid bene- 


policyholders in every town 
Life Payments Number in- 


years 


ficiaries and 
and city, the 
annual contests 


itiated its many 


beneficiaries 





ago to secure letters from 
telling what they have done with their 
life insurance money. 

These letters come from persons in all 


walks of hfe—from those who have sub- 


stantial s to those who were down 





mean 
to their last cent. 

lor the agent who is aware of the mo- 
tivating power of a well told story of 
Life Insu in Action, these letters 
have provi ided a wealth of material. 

To the corporation employe with a 
good income and security in employment 
he can tell about Mr. N. C., whose 
widow related her story of life insurance 


in action in last year’s Life Payments 
Number: Many agents face this type 
of —, every day. 

.N. C., his wife and family of four 


children lived in a Chicago suburb. Most 
of their money went to mz aintaining their 
home and educating their children. 
Enough was saved to pay for a $5,000 
and a $10,000 policy. Lite was good to 
the N. C.’s and they children 
to college and then married 
and in good positions. 

Then the specter of old age presented 
itself. They bought a home in Florida, 
planned to pay off the mortgage before 
Mr. N. C. 
his $70 a month pension. 
unexpected retirement order and finan- 
cial worries. Mr. N. C. was killed in an 
accident and his wife seriously injured. 
Life insurance came to rescue and paid 
her suddenly incurred hospital and medi- 
cal expenses. The balance provides Mrs. 
N. C. with a modest income and a mort- 
gage free home so she can “live on as I 


sent their 


saw them 


retired so they could live on 


Then came the 


have been accustomed.” 

There are many other stories equally 
as thought provoking—all telling how 
life the aid in time of 
need. 

In the 1940 Life Payments Number, 
which will be sent to all subscribers on 
May 17, motivating stories of Life 
Insurance in Action will be told. Every 
agent should have a copy of this issue— 


insurance came to 


new 


to reinforce his own thoughts on lite in- 
to show 


“thinking it over.” 


surance and to policyholders 


who insist on 


Pension Plan Is Not Insurance 


Nor intending to inject any political 
element into life insurance discussions 
but giving publicity to what occurs to 


us to be a very salutary observation, it 


is worth while to quote Senator Robert 


A. Taft of Ohio, in his address before 


West Virginia Life Underwriters 
Association in which he drew a very 
sharp line between what might be called 


the 


old age pensions and insurance. 

He analyzed the social security act in 
its old and de- 
clared that this does not fulfill the func- 
tions of life insurance at all. He showed 
that the old age benefit premiums are 
obtained through a payroll tax, a com- 
saving. He said that compul- 
not constitute thrift. 


age pension provision 


pulsory 


sory savings do 
Thrift must be voluntary or it is not 
thrift at all. Compulsory deductions 


from payroll, he declared, are taxes, not 
The man who suffers that de- 


nothing else 


savings. 
duction is inclined to save 
because the government intends to look 


after his old age and his family, in his 
opinion. Thus real thrift is discouraged. 


in considering what social 
security does for a person aged 65, an 
agent might well call attention to his 
prospect that as Senator Taft puts it, 
“the wise man will do his own saving.” 
A government plan is not sound as an 
insurance plan, he argued. In order to 
pay old age pensions, taxes will have 
to be raised to supplement the income 


Therefore, 





May 3, 





trom the reserves set up. Senator Taft 
opines that the expense is so great that 


old age pensions will never be more 
than enough for a bare existence be- 


cause of the taxpayers’ objection to sup- 
porting other people. In fact, Senator 
Taft concludes that a country might as 
well pay old age pensions without re- 
quiring contributions and pay them out 
of current taxation. Whatever is done 
he urges the government to keep out of 
the insurance business. The government, 
he says, through this old age pension 
plan is not promoting thrift and it pro- 
vides no funds for investment in needed 
enterprise. 

He analyzes 
prompt saving and thrift. 
ion people save because the advantage 
of saving is pointed out to them and 
sold to them by the life agents. The 
spendthrift philosophy has met little or- 
ganized resistance during the depression 
except from these very agents. 

These are very wise observations on 
part of a statesman and they agree with 
the thought expressed by life insurance 
men who are thinking correctly. The 
life agents deserve credit for their work. 


that 
In his opin- 


those motives 


PERSONAL SIDE OF THE BUSINESS 





Commissioner Frank Yetka of Minne- 
sota has been at St. Joseph’s hospital, St. 
Paul, the past week for treatment. 

Stanford Parker, general agent Sun 
Lite ot Canada, in Honolulu, accom- 
panied by Mrs. Parker, spent last week- 
end in southern California, stopping off 
on their way home from the company 
convention in Miami. 

Mrs. Winnie Miller, wife of the man- 
ager of the Montreal-St. James agency 


of the Montreal Life, was the leading 
producer of paid-for business of that 
agency for March, beating her own 


husband. 

D. J. Cravens of Lincoln is in his 31st 
vear as state manager of the Kansas 
City Life for Nebraska. In April, his 
birth month, his agents conducted a 
special campaign. 

Phineas M. Henry, vice-president and 
general counsel of the Equitable Life 
of Iowa, has been named president ot 
the Des Moines Club. He has been vice- 
president. E. M. McConney, vice-presi- 
dent and actuary of the Bankers Life 
of Des Moines, was elected a director 
of the club. 

A. A. McFall, vice-president of the 
Columbian National Life, was married 
in Topeka, Kan., to Miss Iva G. Hayter, 
secretary-treasurer of the National Re- 
serve Life of Topeka. They are now 
on a trip through the west. 

Miss Jean Norton Pennell, daughter 
of Mr. and Mrs. F. W. Pennell, was 
married to J. W. Albro of Westfield, 
N. J., in the Webb Presbyterian Church, 
Madison, N. J. The bride’s sister, Miss 
Joan Pennell, was maid of honor. Mr. 
Pennell was for 10 years general agent 
of the State Mutual Life in New York 
City but returned to personal production 


two years ago and has consistently been 
one of its leading producers. Asa young 
man he was the first eastern news rep- 
resentative of THE NATIONAL UNDER- 
WRITER, 

J. P. Licklider, former director of ad- 
vertising and sales research for the 
Missouri State Life, has been ordained 
to the Baptist ministry. He has been 
assisting at the Delmar Baptist church 
in St. Louis for some time and plans 
to continue his work there. 

Commissioner C. R. Fischer of Iowa, 
recovered sufficiently to travel, left for 
Tempe, Ariz., to recuperate from an at- 
tack of pneumonia and inflammatory 
rheumatism. He expects to spend about 
a month in Arizona before returning to 
resume his duties at the insurance de- 
partment. Mr. Fischer had returned 
from a trip to Arizona only a short time 
before he was taken ill 

Chester O. Fischer, 
Massachusets Mutual Life, has been re- 
elected president of the Springfield, 
Mass., chamber of commerce. 

B. F. Garrity, Burlington, Vt., man- 
ager of the Metropolitan Life, has been 
elected president of the Burlington 
chamber of commerce. 

F. R. Maffei of the Pittsburgh agency 
of the Ohio State Life has just com- 
pleted his 10th year of consecutive 
weekly production. 

W. T. Grant, president Business Men’s 
Assurance, attended a meeting of the 
United States Chamber of Commerce at 
Washington, D. C., from where he 
planned to go to New York, arriving 
there in time to be present at the re- 
gional meeting of the Life Office 
Management Association. He will re- 
turn by way of Philadelphia where he 


vice-president 
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will visit with his son, Bull, who is 
attending the Wharton School of 
Finance of the University of Pennsyl- 


vyania, and from there on to Evansville, 
Ind., to participate in a two-day meeting 
of salesmen from Indiana, Illinois, Ken- 
tucky and Tennessee May 10-11. 

E. E. Kirkpatrick, Ohio National 
superintendent of agencies. is back at his 
desk after a six months’ illness. Mr. 
Kirkpatrick expects to be at work regu- 
larly from now on. 

John James of Salt Lake City has been 
awarded the 20-year diamo: > service pin 
of the Occidental Life of Los Angeles. 
He entered insurance work in 1905 ~ with 
the Travelers and later was with the 
Columbian National Life. While with 
the latter company, he appointed 
insurance commissioner of Utah in 1914. 
He is a member of the Deans Club, 
famous organization of veteran life in- 
surance men in Salt Lake City. 

Maj. J. J. Harrison of Little Rock, 
Arkansas general agent of the Union 
Central Life, has been elected president 
of the Hendrix College Alumni Associa- 
tion. He has for a number of years 
been secretary of its board 


DEATHS 


James H. Doan, 60, vice-president of 
the American Life & Accident of St. 
Louis, was found dead at his home. He 
was one of the founders of the company 
in 1925. 

W. A. Childress, 83, one of the found- 
ers and the first president of the South- 
western Life, died in Houston. He had 
resided in that city for several years. He 
was in the fire insurance business for 
many years before taking up life insur- 
ance. 


S. E. Bissonnette, 57, a member of the 
Michigan agency of the Ohio State Life, 
died at his home in Sandusky, Mich 


Was 








AGENCY NEWS 


Kansas City Life Men Guests 

Three home office officials of Kansas 
City Life met the company’s representa- 
tives for New Mexico at the Harvey 
Slack Agency, Albuquerque. W. E 
Bixby, president; J. F. Barr, vice-presi- 
dent and superintendent of agencies; and 
J. H. Budinger, vice-president and ac- 
tuary, were the guests. 





Wilson's Former Bosses His Guests 


At the monthly meeting of the J. 
Hawley Wilson agency of the Massa- 
chusetts Mutual Life in Oklahoma City, 
C. W. Reuling and K. E. Williamson, 
general agents in Peoria, IIl., with 
whose agency Mr. Wilson was -con- 
nected before going to Oklahoma, were 
guest speakers. 


Woods District Managers Meet 


The Edward A. Woods Company, gen- 
eral agent Equitable Society, held a dis- 
trict managers’ meeting in Pittsburgh. 
Speakers included A. B. Dalager, second 
vice-president of the Equitable; W. M 
Duff, president and manager of the 
agency; W. J. Cummins and R. L. Feld- 
man, assistant managers; F. J. Steven- 
son, assistant to the president; W. J. 
Powell, vice-president and treasurer, and 
C. A. Woods, vice-president and counsel. 


A. B. Wood, president Sun Life of 
Canada, held a reception in Kansas City 
for representatives of the company 
under J. V. LeLaurin, Kansas City 
branch manager. 





MANAGER—SAN ANTONIO 
Western Company, 35 years old, over 26 millions 
assets, will appoint agency manager at San An- 
tonio, Texas. Attractive set-up to qualified man. 
ADDRESS L-59, NATIONAL —— 

175 - Jackson B' 
Chicago 
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NEWS OF THE COMPANIES 


United Life, Commissioner Emery of 
Michigan, and Dan Lydick, Fort Worth, 
Texas receiver. 





Dr. A. J. Oberlander to Head 
Office of National Life 


Dr. Andrew J. Oberlander, now physi- 
cian at the University of New Hamp- 
shire, will become an assistant medical 
director of National Life July 1. Dr. 
E. A. Colton is medical director and 
Dr. George E. Allen an assistant med- 
ical director, the appointment of Mr. 
Oberlander making three doctors to be 
connected with the home office. 


New Appointee’s Career 


Dr. Oberlander was born in Chelsea, 
Mass., in 1905 and graduated from 
Dartmouth college in 1926. While tak- 
ing a medical course at Ohio State Uni- 
versity he served as assistant football 
coach and assistant professor of physi- 
cal education. As head coach and assist- 
ant professor of physical education he 
served later at Wesleyan University un- 
til 1934, and studied at the school of 
medicine at Yale, where he received his 
M. D, degree in 1933. He interned at 
hospitals in Cleveland and Letchworth 
Village, N. Y., and entered private prac- 
tice at Reading, Mass. It was while 
there that he was invited to accept the 
post at the University of New Hamp- 
shire. 


Sun Life Advances Harries 
to U. S. Supervisory Post 


J. Leslie Harries, superintendent of 
sales promotion for Sun Life of Canada, 
has been appointed associate superin- 
tendent of agencies eastern U. S. divi- 
sion. Born and educated in England, 
Mr. Harries joined Sun Life in 1928 as 
cashier at Minneapolis. He was trans- 
ferred within a year to Jersey City as 
chief of the service department. In 1931 
he entered the field as a full-time repre- 
sentative, being appointed unit manager 
shortly afterwards. He qualified for the 
Macaulay Club in 1932-1933 and in 1934 
was named assistant to the manager at 
Newark. 

In 1937 Mr. Harries was transferred 
to the British department, where he 
served first as agency assistant, then as 
acting manager and subsequently as as- 
sistant supervisor of agencies. He re- 
turned to the head office last October 
as superintendent of sales promotion. 


Examination Reports Made 


The Illinois department has made a 
report on the Publix Life, 203 North 
Wabash avenue, Chicago. This is an 
assessment legal reserve company, the 
date of the examination being Dec. 31. 
Its assets are $1,647 and surplus $578 
The company seemingly has no written 
contract with any agent or agency or- 
ganization. Its premiums last year were 
$9,992, total income $15,502, paid policy- 
holders $226, total disbursements $14,- 
323. It has in force $351,489. 


Hotel Men’s Mutual Benefit 


The Illinois department has made its 
report on examination of the Hotel 
Men’s Mutual Benefit of Chicago, 105 
West Madison street. It is an assess- 
ment legal reserve life company. The 
examination is of Dec. 31. The assets 
are $48,298 and net surplus $10,450. 
E. L. Thornton, secretary and treasurer, 
is the chief operating officer. It oper- 
ates only in Illinois. Its rates are based 
on the American 3% percent table. It 
has one general agent and 10 soliciting 
agents. Its premium income last year 
was $25,055, total income $26,915, paid 
policyholders $17,800, total disburse- 
ments $28,185. It has $495,700 insur- 
ance in force. 

The Illinois department has made an 
examination of the Selfhelp Assurance, 
30 North LaSalle street, Chicago, it be- 
ing an assessment legal reserve com- 
pany. Its assets are $180,811, surplus 
$159,832. The chief officer is Andrew 
DeBoer, secretary and treasurer. It has 
$5,250,750 insurance in force. 


The securities involved had been de- 
posited with the Iowa insurance depart- 
ment by the former American Life 
which was reinsured by the American 
Life of Detroit, which in turn was rein- 


Victory Life of Topeka 
Records Achievements 


Victory Life of Topeka in its latest an- sured by the American United. 

nual report was able to cite a number ot — 

achievements of the highest order. As- Teachers Annuity Wins Court Tesi 
cots Saeed Sy See toa sew sh AUSTIN, TER The Teachers: Aw 
ume high of $9,947,500. - New paid for nuity Life of San Antonio won another 
insurance amounted to $5,631,036 which round in its court battle with the state. 
was the largest volume written In any which sought forfeiture of charter and 
single year in its history. Insurance IN appointment of a receiver, when judg- 
force reached a new high of $37,796,925. ment was rendered for the company in 
Amount paid to policyholders and bene- district court and the case ordered dis- 
ficiaries was $979,100. The total paid pissed. The attorney general gave no- 
since organization is $6,079,100. 


_,-,, tice of appeal. 
The net reserve amounts to $8,147,453; The state alleged that the charter was 


capital, surplus and special funds are yoid because the company had not paid 
$951,966. James A. Allen is president jnto its treasury $100,000 as required by 
and W. J. Bryden secretary and general ctatute, in that equity in a building 
manager. ; transferred to the corporation was not 


property within the meaning of the 
statute. It also was alleged the equity 
was not worth $100,000 over and above 
a first lien of $123,000. 


Set American Life Suit for June 3 


DES MOINES—Federal Judge 
Dewey has set June 3 as _ = for 
trial of the suit instituted by Commis- . 
sioner Fischer of Iowa in which he seeks E. A. James Texas Investigator 
to administer the $3,603,419 securities of E. A. James of Temple has been ap- 
the former American Life of Des Moines. pointed as an investigator for the Texas 

The defendants are the American department. 





Our New 
ARROW of GOLD POLICY 


Provides — 


1—Low cost protection at less than 
term rates. 


2—Selection of any renewal period 
(not less than five). 


3—Renewal privileges any number of 
times until age 60. 


4—Final renewal to age 70 (selection 
period ends at age 60). 


5—Conversion privileges any time un- 
til age 70. 


A liberal, flexible, low cost contract. Extraordinary 
first year commissions and renewals. 


Illinois Bankers Life 
Assurance Company 


MONMOUTH, ILLINOIS 
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Exceptional General Agency contracts in the states of Illinois. 
Iowa, Indiana, Ohio, Missouri and Kansas 
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~ LIFE SALES MEETINGS 





Novelties at 
Penn Mutual Rally 


Several novel and useful ideas were 
newly worked out at a regional acer 
tional conference of Penn Mutual Life 
at Skytop in the Pocono Mountains. It 
included 100 qualifiers from the home 
office agency, the Osborne Bethea and 
Ralph G. Engelsman agencies of New 
York, the John C. Elliott agency of 
Newark, and the Philip O. Works 
agency of Rochester. 

They first convened, with E. L. Reiley 
as chairman and then adjourned in five 
groups for seminars led by Ralph E. 
Carpenter, Jr., (Bethea) and John W. 


Ely (Elliott) and Freeland Harlow 
(Engelsman) and Norman W. Rowley 
(home office) and Weldon Hames 


(Works). 

At these seminars those participating 
brought up whatever problems they 
wished—prospecting, sales talks, pro- 
gramming, closing, experiences. 

In the meantime the wives numbering 
about 50 held a meeting at which they 
were shown the movie, “Yours Truly, 
Ed Graham,” and Mr. Engelsman talked 
to them about “The Philosophy of Life 
Insurance,” and J. H. Reese, home office 
general agent, discussed “The Job of the 
Agent,” and Osborne Bethea discussed 
“Agent’s Compensation.” Mr. Works 
gave suggestions on “How the Wife Can 
Help.” 

On the second day, Mr. Engelsman 
presided over another novelty which w as 
stories of “Life Insurance in Action,’ 
presented in playlet form. A death claim 
was dramatized by members of the 
Bethea agency, a retirement situation 
dramatized by the Elliott agency, and 
“meeting an emergency” dramatized by 
the Engelsman agency. 

Mr. Bethea was chairman for the last 
feature, a presentation of the agent’s 
. Viewpoint. Various agents participat- 
ing told “Why I Like This Business.” 


Metropolitan Rallies in K. C. 


About 500 Metropolitan Life agents 
from Oklahoma, Kansas, western Mis- 
souri and western Arkansas will meet 
with home office executives in an educa- 
tional —_ congress in Kansas City, 
May 23-24. On May 25 managers of 
the area will meet, with W. J. Slack, 
Metropolitan manager in Kansas City 
and president of the company’s West- 
ern Association, presiding. In attend- 
ance at the meetings will be Glen J. 
Spahn, superintendent of agencies, and 
Richard C. Brown and Harry Lucas, 
supervisors of field training, New York. 


Illinois General Agents Meet 


General agents of Country Life in Il- 
linois held a meeting at Decatur, there 
being several officials of the head office 
and of affiliated insurance companies 
present. Among these were Dave 
Mieher, sales manager of Country Life 
and sales director of the affiliated com- 
panies; H. C. Reeder, actuary and of- 
fice manager Country Life; A. ; 
Richardson, Illinois Agricultural Mu- 
tual, and J. H. Kelker, assistant secre- 
tary Farmers Mutual Reinsurance. 
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Mass. Mutual Oregon Meeting 


Oregon agents of Massachusetts Mu- 
tual Life will hold their annual conven- 
tion at Gearhart Beach on the Oregon 
coast May 27-28. Among the company 
executives in attendance will be A. T. 
Maclean and J. Behan, vice-presi- 
dents; Dr. Morton Snow, medical direc- 
tor, and J. M. Blake, manager of field 
service. Philip Englehart is general 
agent in Portland. 


Northern Life Convention July 16-19 


An agency convention of the North- 
ern Life will be held in Seattle July 16- 
19. “Comin’ Home in 40” 


is the slogan. 


years ago by Mr. Hedges. 


Equitable, Iowa, Has 
Mid-west Regional 


More than 100 general agents and 
agents from mid-western E quitable Life 
of Iowa agencies attended the seventh 
annual regional sales conference at Ex- 
celsior Springs, Mo. These meetings 
are sponsored and paid for by general 
agents, but no general agent appears on 
the program that is handled entirely by 
the agents who qualify for attendance. 
President F. W. Hubbell gave a short 
address of welcome, and H. W. Foskett, 
assistant vice-president, discussed “The 
TNEC and the Agent.” Otherwise the 
program was wholly agent-conducted. 


Many Home Office Men There 

Other home office executives attend- 
ing were J. W. Hubbell, secretary-treas- 
urer; Phineas -. vice-president and 
general counsel; R. C. McCankie, under- 
writing vice- president and associate ac- 
tuary; R. E. Fuller, superintendent of 
agencies; W. D. MacKinnon and A. O. 
Groth, assistant actuaries; P. C Irwin, 
associate actuary; Dr. W. oO: Purdy, 
assistant medical director, and Al Groth 
of the claims department. 

General agents attending with their 
agents were Lyle Barnes, Omaha; 
Grady Fort, Des Moines; Oscar Ander- 
son, Cedar Rapids; Carl Vaughan, St. 
Louis; Ted Hussey, Topeka; Harry 
Stanley and Earl Reed, Wichita; Rollin 
Baird, Oklahoma City; Forrest De Ber- 
nardi, ayy se agent, Tulsa, and H. A. 
Hedges, Kansas City. 

Originated by H. A. Hedges 

The conference was originated seven 
Grady V. Fort, 
Des Moines general agent, was in charge 
of this year’s meeting. The meeting 
this year’s meeting. The meeting 
opened with a dinner at which C. F. 
Montague of the St. Louis agency pre- 
sided. Lester Ford, St. Louis, presided 
at the first session. Roy Housh of Kan- 
sas City led a panel discussion on pros- 
pecting, “You've got to get ’em before 
you can sell ’em.” Paul Allen of the 
Topeka agency led another panel dis- 
cussion, “So you’re going to get tough, 


eh?” which was designed to answer ob- 
jections. 
Wilbur Loveland of the Wichita 


agency presided at the second session. 
Covert Brown of Omaha directed a con- 


test on human interest stories. Harold 
Jones of Kansas City spoke on “The 
Executor Louis Lane of St. 


Close”; 


Louis on “The Romance of Life Insur- 
ance Selling from the Agent's Point of 
View,’ and Parker Crouch, Jr., Des 
Moines, on “There Is No Alternative.” 

George Maltby of Kansas City pre- 
sided at the banquet. 


Home Office Review School 
Directed by L. M. Huppeler, agency 
assistant, the third home office review 
school for Massachusetts Mutual Life 
agents was held at Springfield. The 
message of welcome was given by Presi- 
dent B. J. Perry. Other officers and de- 





HOST TO MORE INSURANCE CONVENTIONS 
THAN ANY OTHER HOTEL IN THE WORLD 


Chosen by more than 100 Insurance Organizations as their 
meeting place—many returning again and again... A 
true “Mecca” for the Insurance Fraternity . .. Where you'll 


always meet your friends and associates. 


W. M. Dewey, 


; i) —_—_—.. / Phil. J. Weber, Res. Manager. 
sata 





THE 


- MANUFACTURERS 


HE PROGRESS of the Manufacturers Life since 


1887 is reflected 


in its strong financial position, 


a growing volume of insurance in force and a virile 


agency organization. 


Today 590 MILLION DOLLARS of insurance 
(including Deferred Annuities) is owned by 255,000 
POLICYHOLDERS, and the company administers 
assets of 17714 MILLION DOLLARS for their benefit. 





anagers; Lawrence E. Simon, 
New York City general agent; Hurbert 
Greaves, education department, and 
Ward Phelps, Sales Research Bureau, 
comprise the “faculty.” Thirty agents at- 
tended. 


partment ma 


American Mutual Convention 

DES MOINES—Next year’s agency 
convention of the American Mutual Life 
will be held at Colorado Springs. It will 
be held early in the summer of 1941, 
for all agents who qualify in any or all 
of the three production clubs. 
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~ LIFE AGENCY CHANGES — 





Penn Mutual Changes in 
Oklahoma City, Shreveport 


Penn Mutual Life announces the 
Jack R. Watson as gen- 


The 


appointment of 





J. R. Watson F. L. Forte 


eral agent at Oklahoma City, succeeding 


Rk. T. Shipley. Mr. Shipley has been a 
very successful general agent in Okla- 


homa since 1929 after splendid work in 
Montana since 1922, and the change is 
made at his request a Bath of ill health. 

Mr. Watson, following success as su- 
pervisor at Little Rock, since 1936 has 
been general agent at Shreveport. He 
was at one time a Y. M. C. A. secretary. 
At Shreveport he has been president of 
the life underwriters association and 
president of the general agents and man- 
agers association, a speaker at sales 
congresses and active in civic organiza- 
tions. 

I. L. Forte becomes general agent at 
Shreveport, as Mr. Watson’s successor. 
His promotion is in recognition of his 
excellent work as agent the past four 
years for the Penn Mutual in northern 
Louisiana in the Watson agency. 

Mr. Forte, at 30, becomes the young- 
est general agent of his company. He 
is a native of Shreveport. 


appointed 
Canada 


Byron Beardsley has been 
supervisor of the Sun Life of 
in Spokane, Wash. 





Daley State Mutual's 
Maine General Agent 








WILLIAM DALEY 


William Daley has been named Maine 
general agent State Mutual Life, with 
headquarters in Portland, replacing EF. L. 
Sanborn, who will continue his personal 
production work. Mr. Sanborn has been 
Portland general agent since 19237 

Mr. Daley has been a producing agent 
fer John Hancock’s Portland office for 
8% years. He is a graduate of the Uni- 
versity of Maine and has taught intra- 
mural eh at the University and at 
the Y. M. 


Carter Heads Combined 
Equitable Unit in Boston 
The W. J. Carter and A. J. Farns- 


worth agencies of Equitable Society in 
Boston have been combined with Mr. 
Carter as agency manager and Mr. 
Farnsworth as associate agency mana- 
ger. Headquarters are in the Shawmut 
National Bank building. The announce- 
ment was made at a ‘meeting of the 
staffs of both agencies by Vice-president 
W. J. Graham. Second Vice-president 
A. B. Dalager told the group that the 
consolidation had been proposed by Mr. 
Farnsworth, who desired to be relieved 


of some of the management duties. Brief 
talks were made by Mr. Carter, Mr. 
Farnsworth, Richard Walter and S. D. 


Weissman. 


New Lincoln National 
Spokane General Agent 


J. J. Williams, the new general agent 
for Lincoln National Life at Spokane, 
Wash., heretofore 
has been connected 
with Prudential in 
Washington. He 
was the largest 
producer of Pru- 
dential in his state 
last year and was 
third among the 
Prudential field or- 
ganization through- 
out the country. He 
has been in the 
business since 1931, 
for six years with 
Penn Mutual Life g 
and for the balance 
of the time with Prudential. 
are in the Paulson building. 


Fidelity Mutual N. H. Setup 


MANCHESTER, N. H. — Gordon 
E. Wheeler, former agent for National 
Life in Manchester, has been appointed 
general agent for New Hampshire rep- 
resenting Fidelity Mutual. His head- 
quarters will be in the Amoskeag Bank 
building here. 


Kerns Made Erie General Agent 


J. C. Kerns has been appointed gen- 
eral agent at Erie, Pa., for Standard 
Life of Pittsburgh. Mr. Kerns entered 
the life insurance business two years 
ago at his home town of Williamsport. 
He joined the Pittsburgh agency of 
the Standard Life in 1937, and in 1939 





. J. Williams 


His offices 


to supervisor working 
When a vacancy 


was promoted 
from the home office. 
occurred in the Erie agency through 
the resignation of C. L. Kemery, Mr. 
Kerns was appointed to succeed him. 


Hollar Named in Harrisburg 


The Edward A. Woods Company of 
Pittsburgh, general agent of the Equi- 


table Society, has announced the ap- 
pointment of John S. Hollar, formerly 
of Pittsburgh, district manager for 


Harrisburg, Pa., and surrounding terri- 
tory. - . 
J. H. Thomas is appointed supervisor 


for York, Adams and Franklin counties. 
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He has been affiliated with the Woods 
Company 14 years. Mr. Hollar has been 
in the insurance business 11 years, six 
with the E. A. Woods Company. 


Foulks Takes South Carolina 

E. L. Foulks, for seven years an as- 
sociate of the New England Mvtual 
Life’s general agency in Raleigh, N. ¢ 
has been appointed general agent for 
South Carolina. He succeeds H. J. 
Geem, who resigned recently to be re- 
lieved of responsibilities and rebuild his 
health. Headquarters will remain in 
Greenville, S. 

Mr. Foulks is a 


native of Kentucky 
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and lived most of his youth in the south- 
west where he was a cattleman. He 
entered the insurance business in New 
Mexico in 1920 and six years later was 
transferred to Raleigh. 





DeWitt Joins Mutual Trust 


George W. DeWitt has been appointed 
eeneral agent at Newark for Mutual 
Trust Life succeeding W. J. Bristol, 
who resigned to go with Midland Mu- 
tual. Mr. DeWitt has been a district 
manager in New York for Equitable So- 
ciety. He has been with that company 
about 10 years. He graduated from the 
University of Pennsylvania. 





Ortale to Indianapolis Life 

\lbert T. Ortale has been appointed 
general agent of the Indianapolis Life 
in Des Moines, with offices at 335 In- 
surance Exchange. The past five years 
he has been general agent of the Amer- 
ican United Life and before that was 
with the Mutual Life of New York. 


Cubellis Goes to West Virginia 

C. T. Cubellis has been appointed 
agency organizer for the Mutual Life of 
New York in the West Virginia Agency 
at Charleston to assist Manager E. R. 
Lollo. Mr. Cubellis was formerly agency 
organizer in the Syracuse, N. Y., agency 
and served as supervising assistant in 
the F. M. Leonard Agency at Phila- 
delphia. 





Sherwood with Kentucky Home 


The Kentucky Home Mutual Life has 
appointed S. J. Sherwood general agent 
at Nashville. Formerly the Nashville 
general agent for the Praetorians, he 
has had many years’ experience in life 
insurance work. J. L. Millican, Pulaski, 
Tenn., and F. A. Drennan, Nashville, 
associated with Mr. Sherwood, will also 
represent the Kentucky Home Mutual. 


NEWS BRIEFS 


The Ohio State Life has appointed 
S. Lee Bowen, of Rocky Mount, as 
manager for eastern North Carolina. 
He has been in the insurance business 
five years. 

A. B. Carson has been named manager 
of the Life of Virginia ordinary agency 
in Greenwood, S. C., succeeding J. B. 
Hartley, who was transferred at his own 
request to Batesburg, S. C. 

Norman C. Petty, who since 1937 has 
represented American United Life of In- 
dianapolis as general agent in Owens- 
boro, Ky., has moved his headquarters 
to Memphis. 

C. E. Ganschow has been appointed 
supervisor of the Bankers Life in San 
Francisco, assisting Agency Manager 
J. H. Rowe. He has been with the 
company since 1936. 

George Witham has been shifted by 
Metropolitan Life from Memphis to 
Vicksburg, Miss., as assistant manager. 
He went to Memphis 11 years ago after 
service in the New York office. 

Charles K. Brust, Jr., has been ap- 
pointed agency organizer of the Mark S. 
Trueblood agency of the Union Central 

ife in Los Angeles. He is the son of 
C.K. Brust, Sr., general agent of the 
ruardian Life in Los Angeles. 


COAST 


California Branch New York 
Life Has Annual Banquet 


The annual banquet for the southern 
California branch of the New York Life 

as held in Los Angeles with about 90 
cuests attending. C. E. Bell, inspector 

agencies of the south Pacific depart- 
ment, was guest speaker. During the 
vanquet talks, a new innovation in home 
office communication was presented. The 
spot lig ht was thrown on a large photo- 
ecraph of F. A. Wickett, vice-president. 
nd an electrical recording of a personal 








Doctor, Phelps Join Forces in Detroit 














WALTER PHELPS 


Albert Doctor and Walter Phelps have 
formed a partnership to operate the De- 
troit agency of Ohio National Life. New 
offices have been taken, making avail- 
able about 2% times as much space as 
the Detroit agency formerly had. 

Mr. Doctor has been a general agent 
for Ohio National at Detroit for the 
past two years, while Mr. Phelps was 
district manager for one year, previous 
to which he had been a supervisor for 
the company at Sandusky, O., office. 











ALBERT DOCTOR 


The combination brings into active part- 
nership two of the company’s leading 
producers. 

In celebration of the event, an infor- 
mal opening was held at the agency of- 
fices when J. H. Evans, vice-president; 
N. E. Glassbrook, central division man- 
ager; Webster Evans, supervisor, and 
members of the Ohio National central 
division gathered to give Mr. Doctor 
and Mr. Phelps a housewarming in their 
new location. 








message to the southern California 
branch was transcribed. Also in the 
same manner, a recorded message from 
C. H. Langmuir, vice-president, was 
heard. 

Three inscribed rosewood canes were 
presented to Phil Carey, Chris Bacos 
and Matt Corwin by Chase Wickersham, 
agency director, for 20 years service with 
New York Life. This makes 17 senior 
members in the southern California 
branch, all drawing life annuities under 
senior Nylic contracts. 

Myron Tanner was presented a plaque 
as the leader in paid business for 1939. 
Louis Casselman led the branch in the 
the 2%4-month contest. “An American 
Portrait” was shown. 


Pacific Mutual Officials 
Honor Production Leaders 


SALT LAKE CITY.—President A. 
N. Kemp, Vice-president D. C. Mac- 
Ewen and F. R. Kerman, publicity di- 
rector held a meeting here for 75 agents 
from Utah, Idaho, Nevada and Wyom- 
ing. The Hazen Exeter general agency 
here was honored as being among the 
company’s leading producers. <A _ ban- 
quet concluded the sessions, speakers be- 
ing Commissioner Neslen, Mr. Kemp, 
Mr. MacEwen and Mr. Exeter. 





E. A. ELLIS IS FETED 


PORTLAND, ORE.—A. N. Kemp, 
president, and D. C. MacEwen, vice- 
president of the Pacific Mutual Life 
honored E. A. Ellis, Oregon general 
agent at a banquet for attaining the 
highest percentage of 1939 quota of any 
western agency in a recent contest. F. 
R. Kerman, director of publicity was 
present. 





Plan Get-Together at Fair 


Instead of the usual banquet, the San 
Francisco Quarter Million Round Table 
plans to have its annual get-together at 
the Golden Gate Exposition shortly after 
it opens, according to George H. Bow- 
man, chairman, with a dinner at one of 
the outstanding cafes, an evening at the 
Follies, and various other types of enter- 
tainment for the afternoon and evening. 

W. E. Mast of the Continental Assur- 
ance, immediate past president of the 
Accident & Health Managers Club of 
Los Angeles, has been appointed a 
member of the insurance committee of 
the Los Angeles Better Business Bu- 


reau, representing the accident and 
health branch. Other members of the 
committee are Alex Dewar, Equitable 
Society; . S. Standish, Sun Life of 
Canada, and W. K. Murphy, North- 
western Mutual Life. 

The Metropolitan Life has again con- 
tracted for one of the largest exhibits 
at the San Francisco fair. It is the only 
insurance company to participate in the 
fair this year. 
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SUPERVISORS TO HEAR MADURO 

The New York City Life Supervisors 
Association will have D. B. Maduro, 
counsel New York City Life Under- 
writers Association and authority on 
estate and tax matters, as its guest 
speaker at its luncheon meeting May 15 
at the Hotel Martinque. The meeting 
will take place on a Wednesday, though 
most of the association’s gatherings have 
been on Tuesdays. 
SCORE WELL IN N. Y. TESTS 

All but one of the 25 who took the 
New York City Life Underwriters Associa- 
tion’s course in preparation for the April 
examinations now required by New York 
state as a prerequisite to licensing passed 
the test and have been awarded their 
licenses. Besides the 25 candidates for 
examination three new agents already 
licensed took the course in order to im- 
prove their knowledge of the business. 

The course for candidates for the May 
16 examination began this week. As in 
the past, these examinations will be held 
at the Hotel Pennsylvania for candi- 
dates from the New York City area. 

There is a possibility that names of 
successful candidates will be given out 
following the May examinations. On the 
suggestion of the nominating committee 
the New York department has not been 
giving out these names because of the 
possibility of proselyting. Some feel, 
however, that this risk has been exag- 
gerated and that the names might as 
well be given out. 


PALACIOS ON UNITED STATES VISIT 

L. H. Palacios, fiscal representative in 
Curacao, Netherlands West Indies, for 
United States Life, is in New York City 
to confer with company executives on 
the further development of United 
States Life activities in that territory. 

After spending two wee in the 
United States, Mr. Palacios will return 
to the West Indies. 


MADURO TO TALK TO N. J. BAR 


D. B. Maduro, counsel for the Life 
Underwriters Association of New York 
City, will speak at a meeting of the New 
Jersey State Bar Association and the 
Essex County Bar Association in New- 
ark, May 14 on “Trends of the Trust 
Law.” 

S. J. Foosaner, counsel of the New 
Jersey State Life U nderwriters Associa- 
tion, will be chairman. He is also an 
expert on taxation aspects of life insur- 
ance, 


DECISION IN COMMISSION SUIT 


The appellate term of the New York 
supreme court has upheld the verdict of 
a six-man municipal court jury in favor 
of Henry Levine of the Jacoby agency 
of Home Life, New York, against Equi- 
table Society for renewal commissions. 
The company invoked a clause in Mr. 
Levine’s agency contract under which he 
would forfeit renewal commissions if he 
took other agents with him when he 
resigned. When Mr. Levine, as assistant 
manager, left the former Karsch agency 
of Equitable to join the M. J. Hancel 
agency of Continental American Life in 
New York City six other members of 
the agency did likewise. Mr. Levine be- 
came production manager in charge of 
full time men and the six agents were 
under his direction. 

On the ground that the verdict was 
“against the weight of credible evi- 
dence,” the Equitable appealed the 
municipal court jury’s verdict, but is 
not attempting to carry the case beyond 
the appellate term. 


REITZELL MADE GROUP ASSISTANT 


W. R. Reitzell has been appointed 
group assistant for Travelers in the 
territory under the supervision of the 55 
John Street branch office with head- 
quarters at the same office. 

Mr. Reitzell was born in Cynwyd, Pa 





By R. B. MITCHELL 





and graduated from Princeton in 1935. 
First employed by John Wanamaker’s, 
he resigned to go with the Socony 
Vacuum Oil Company. After prelimi- 
nary training he was sent to Calcutta, 
India in 1937 as district sales i omg 
He stayed there until 1939 when he re- 
signed and returned to this country 
because of his father’s death, subse- 
quently joining Travelets. 

AUSTIN KELLY AGAIN WINNER 

For the fourth year, I. Austin Kelly, 
III, of the McAllister agency of the 
Phoenix Mutual in White Plains, N. Y., 
has won the company’s annual premium 
leader cup, which is awarded to the 
leading agent and is the highest indi- 
vidual honor which an agent can attain. 
Mr. Kelly has also been reappointed to 
the field staff of President A. M. Col- 
lens. 

Mr. Kelly was graduated from Massa- 
chusetts Institute of Technology in 1926 
and later did graduate work at Harvard 
and Oxford. He is a director of the 
New York City Life Underwriters As- 
sociation and a member of its committee 
on cooperation with trust officers. 


INSURANCE WOMEN’S TEA 

The League of Insurance Women will 
hold its annual tea from 4 to 6 May 9 
at the Hotel Pierre, New York City. 
There will also be a fashion show. The 
occasion is in honor of the president, 
Mrs. Helen Wolfsohn, Equitable So- 
ciety. 





INSURANCE-BUSINESS HOOKUP ‘ 

At a meeting of the Marketing, Ad- 
vertising & Selling division of Pace In- 
stitute, Raymond D. Parker, manager of 
the insurance department of Cowan & 
Dengler, Inc., gave an address on “In- 
surance Advertising.’ Mr. Parker has 
had many years of training in all 
branches of insurance. 

“The problems confronting insurance 
today,” said Mr. Parker, “are no differ- 
ent from those of industry, business in 
general, and the field of finance. The 
portfolios of insurance companies read 
like a ‘Who’s Who’ in business. Their 
investments in American business make 
them silent partners. As such, they are 
vitally interested in how the individual 
companies are operated, attitude of the 
management toward its employes, its 
labor problems, and its public relations. 

“It should be the function of the vari- 
ous insurance companies to emphasize 
this point before the various groups 
through their respective trade papers, 
as well as through the daily newspapers, 
so that employes of all businesses should 
be informed of this alliance.” 


ANNIVERSARY PARTY FOR CONNELL 


Clancy D. Connell was feted at a 
breakfast by his agents and employes 
upon his 20th anniversary with Provi- 
dent Mutual Life. He is New York 
general agent. He was presented with 
a wrist watch. He started in the field, 
became an agency supervisor, for three 
years was a member of Wells & Connell 
and for the past eight years has been 
sole general agent. 


QUESTIONS HELP PLAN MEETINGS 


3v 0s determining through question- 
naires _exactly _what type of meetings 

















Participating and non-partici- 
pating policies; standard and 
sub-standard risks insured. 
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the agents wanted, the W. H. Kee 
agency of the Mutual Life in Brooklyn, 
succeeded in obtaining an  unprece- 
dented attendance, enthusiasm, and vol- 
ume of production from its full time 
force during the series of meetings 
which have been running since the first 
of the year and which will resume in 
September. The questionnaire revealed 
that the agents preferred 9:30 instead of 
9 as a Starting time and the holding of 
meetings twice a month instead of every 
week. <As to type of topics, they wanted 
sales ideas that had been tried and 
proven in the field. The agents also in- 
dicated that they particularly wanted a 
period of questions and answers atter 
the talks. The series was under the 
direction of B. A. Haas, agency educa- 
tional director. 


Lincoln Lauds Health 
Contest in Making Awards 
WASHINGTON — President L. A 


Lincoln of Metropolitan Life, in present 
ing the awards of the health conserva- 
tion contest at the annual meeting of the 
United States Chamber of Commerce, 
said that this program is growing in 
scope and influence. It is a simple, in- 
expensive and effective instrument for 
raising health standards, he declared. In 
contest cities and counties health condi- 
tions have improved steadily and the 
death rates have shown diminution, he 
said. 

The life insurance companies are glad 
to give financial support to this under- 
taking, he said. In last year’s contest, 
he pointed out, 47 cities show death rates 
from tuberculosis at less than 40 per 
100,000. In 1929 when the contests were 
inaugurated, such a rate was considered 
a goal for the distant future. Last year 
the death rate from automobile acci- 
dents fell below 20 per 100,000 in 42 con- 
test cities. 

These contests, he said, provide a 
chance for local business men to help 
directly in what is one of the most vital 
public services. In response to a plea 
from the American Public Health As- 
sociation, Mr. Lincoln said, directors of 
Metropolitan Life on April 23 approved 
an appropriation to that association to 
be used in carrying on for the next year 
the inter-city health contest. 


Ogden Brown Joins “Index” 


Ogden Brown, publisher and editor of 
the “Western Insurance Review” of St. 
Louis, has become associated with the 
“Insurance Index” of Louisville in an 
executive and sales capacity. The 
“Western Insurance Review” will be 
continued under the direction of Mr. 


3rown and C. H. McGrath. Mr. 
Brown’s association with the “Insurance 
Index” 


will be on a part time basis. 


Claris Adams, president Ohio State 
Life, will address a joint meeting of the 
Rotary, Kiwanis and Lions Clubs in 
Marion, O., May 7. R. R. Bush of the 
Marion agency of the Ohio State Life, 
will preside. 

Mrs. Kathryn Rogerson, widow of 
W. T. Rogerson, late first president 
of the Life of Virginia and mother of 
C. T. Rogerson, an assistant secretary 
of the company, died April 26 at her 
home in Richmond after an illness of a 
week. 
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Franklin Life Chicago 
Agency in New Quarters 


The F. J. Budinger agency of Frank- 
lin Life in Chicago moved this week to 
modern and well arranged offices at 
1661, 120 South LaSalle street. The 
Budinger agency since 1926 has been 
located at 222 West Adams street. 

At the same time Mr. Budinger an- 
nounces that Jerome J. Miller has 
joined the agency as supervisor for new 
organization. This is a step in the ex- 
pansion of the activities of the agency. 
Mr. Miller has been supervisor in Chi- 
cago for Occidental Life of California 
and previously served in the same ca- 
pacity for Northwestern National Life. 
He started in the business with the 
Swanson agency of New England Mu- 
tual Life at Chicago. 

Mr. Budinger intends to hold an open 
house, probably in about two weeks, 
after he has gotten comfortably installed 
in the new quarters. 

The Budinger agency stands No. 1 
among all offices of Franklin Life for 
the vear to date. It is well ahead of 
last year. Mr. Budinger has been Chi- 
cago general agent since 1923. 


BUYS ABINGTON, MASS., AGENCY 


George D. Wheatley, for some years 
in the life insurance business in Chicago 
and a C. L. U., brother of President 
John Wheatley of the Abington Mutual 
Fire, has purchased the Howland, Nash 
& Cole local agency of Abington, Mass. 
He will head the new firm and A. T. 
Cole of the agency will be associated 
with him. Mr. Wheatley resigned re- 
cently as agent of the Fowler general 
agency of New England Mutual Life 
in Chicago, where he was a successful 
agent for several years. Prior to that 
connection he was with Phoenix Mutual 
Life in Chicago for a number of vears. 
Abington is his old home. 

PENN MUTUAL AGENCIES MEET 

E. Paul Huttinger, agency secretary 
Penn Mutual, in charge of the training 
department, and Clarence Cooper and 
Moseley Hopkins, his assistants, were 
in Chicago meeting with the three Penn 
Mutual agencies for several days. They 
held round table discussions of prospect- 
ing, the approach and closing. Separate 
meetings were held in the Stumes & 
Loeb, W. A. Alexander & Co. and J. 
Rover general agencies. 





CHICAGO C.L.U. CRAM COURSE 

A C. L. U. cram course will be con- 
ducted again in Chicago this year by 
D. M. Phipps, unit manager Parsons 
agency Mutual Benefit Life, director of 
the life insurance course in Northwest- 
ern University. It will be held for the 
three days preceding the June C. L. U. 
examinations. The instructors are yet to 
be selected. Part I will be taken up 
Monday morning, part II in the after- 
noon, part III] Tuesday morning, part 
[V in the afternoon and part V Wednes- 
day morning. 

The C. L. U. preparatory course is 
now being conducted at the university, 
there being between 200 to 300 life 
insurance men and ,women taking the 
various parts. There are 13 courses bear- 


ot the C. Lk: U. 





ing on various phases 
work 


which are being held at the uni- 
versity, about half of these being credit 
courses. 


BROADDUS APPOINTS SON WARNER 


Warner R. Broaddus, Jr., who was 
oraduated last year from Knox College, 
and has been connected as an agent 
with his father Lynn S., Chicago man- 
ager Guardian Life, for several months 
with considerable sales success, has 
eone into brokerage work with the 
agency. He has been assigned by Mr. 
Broaddus to make contact with the 
class 2 agents of the Chicago Board in 
the north section of Chicago to develo; 
business. Richard J. Kling, another 
voung man, has been appointed by Mr. 
Broaddus to do similar work in South 
Chicago. He is a son of Ira Kling, a 
prominent Chicago business man in the 
metal brokerage line, and is a graduate 
ot Northwestern University. Mr. Broad- 
dus also expects soon to appoint a third 
man to develop life business among the 

class 2 agents in the west end of Chi- 
cago. Mr. Broaddus addressed the 
Decatur (Ill.) Association of Life 
Underwriters May 2 on “Prospecting.” 





CLEARY GETS 20-YEAR MEDAL 

G. V. Cleary, Reliance Life general 
agent, Chicago, was presented a medal- 
lion at a luncheon there by John F. 
Johns, superintendent of agencies of the 
eastern division, on behalf of Reliance 
Life, in acknowledgment of Mr. Cleary’s 
20 years’ service. For the 20 years Mr. 
Cleary’s average yearly production with 
Reliance has been more than $600,000. 
This does not take into consideration 
agency business or brokerage. The first 
four months of this year he has person- 
ally paid for more than $40,000 first year 
life insurance premiums exclusive of 
annuities. 

PARKINSON TO VISIT CHICAGO 

President T. I. Parkinson of the Equi- 
table Society will be in Chicago Monday 
attending the various activities in con- 
nection with “Par for Parkinson” month 
which is annually celebrated in his honor. 
Each agent is supposed to produce at 
least five applications ‘in April, that 
being par. The leading par agent and 
leading par unit manager from each 
agency are brought to Chicago by their 
managers. In addition there is the par 
agent-at-large and par unit manager-at- 
large who led the entire organization. 
The Central Managers Association of 
the Equitable will meet in the morning 
presided over by kK. M. Sacks of Chi- 
cago, its president. Director of Agencies 
W. L. Gottschall will be present and 
participate. In addition to other sub- 
jects discussed the managers will decide 
what topics they wish to bring before 
President Parkinson at the afternoon 
meeting. These managers’ meetings this 
year will be in the nature of round table 
discussions. 

At noon at the Stevens Hotel, all the 
out-of-town people will attend and the 
Chicago managers who are hosts at the 
luncheon will have their agents present. 
Mr. Gottschall will open the meeting 
and put it in charge of Mr. Sacks, who 
will introduce President Parkinson. 

In the evening will be the presidential 
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dinner at which are present only the 
accredited par agents and unit managers 
and Mr. Sacks as president of the man- 
agers’ association, who will preside. No 
others are permitted at this dinner. 
President Parkinson will again give a 
talk. 

On Tuesday, Director of Agents Gott- 
schall will accompany President Parkin- 
son to Maxinkuckee Lodge in Indiana, 
near Plymouth, where Manager H. L. 
Rogers of Indianapolis will have a num- 
ber of his agents assembled in con- 
ference. 

SHEPARD GIVES UP HIS UNIT 

J. K. Shepard, unit manager in the 
W. V. Woody agency of Equitable fig. 
ciety in Chicago, is leaving to become 
an agent with the Equitable in Kansas 
City. His unit is being consolidated with 
that of W. D. Davidson. Mr. Shepard 
is a graduate of the Wharton school. He 
entered insurance with the Equitable 
in Kansas City, and later was with Mr. 
Woody in Baltimore. His change of 
base from Chicago was due to the ill- 
ness of one of his wife’s relatives who 
lives in Kansas City and her desire to 
live there. 


NICKELL SLATED FOR PRESIDENT 

H. K. Nickell, Connecticut General 
Life, was nominated for president of the 
Chicago Life Insurance & Trust Coun- 
cil, division of the Chicago Association 
of Life Underwriters. The annual meet- 
ing will be held May 9. Others named 
on the slate are: for vice-president, R. K. 
Thomas, City National Bank; secretary, 
G. S. Brown, Penn Mutual; treasurer, 
H. H. Page, Northern Trust Company; 
directors—one year, to fill unexpired 
term, Lynn Lloyd, Harris Trust & Sav- 
ings Bank; two years, to replace G. S. 
3rown, nominated for secretary, P. W. 
Cook, Mutual Benefit, and three years, 

aul Pullen, Chicago Title & Trust 
Company, and M. D. Vail, of H. S. Vail 
& Sons. Paul Conway. general agent, 
John Hancock Mutual, Syracuse, N. Y., 
will speak on ‘Life-Trust Cooperation 
Helps Sell Life Insurance.” 


DIVER JOINS BILLY ROSE 
Al. Green of the J.M. 


J Rover agency 
of the Penn Mutual Life in Chicago is 
taking a leave of absence and will be one 
of the stars in Billy Rose’s Aquacade at 
the New York World’s Fair. He is the 
Olympic high board champion and is 
also one of the stars in low board diving. 
He accompanied the Pan-American 
good-will tour to South America and 
gave a number of exhibitions in various 
cities. He will take part in one exhibi- 
tion in the afternoon and three in the 
evening during the fair. Any extra time 
he has he will devote to selling insur- 
ance for the Penn Mutual. 
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Representation Must 
Be of High Order 


A fraternal society is judged by the 
public on the basis of its field repre- 
sentation, O. E. Aleshire, president 
Modern ‘Woodmen, stated in an essay 
broadcast this week by the National 
Fraternal Congress in its public rela- 
tions program. Mr. Aleshire is presi- 
dent of the N.F.C. presidents section. 

“Those who stand between us and the 
public should be the best men and 
women we can secure,” he said. “Our 
representatives may be divided into three 
classes: office employes, national offi- 
cers, field workers and local lodge offi- 
cers, and members. Our employes 
should be carefully selected and should 
be industrious, honest, efficient, loyal 
and courteous. They are the ones 
through whom our members judge the 
character and management of their so- 
ciety. 

“Employes will be judged chiefly by 
their communications with the members 
through correspondence. They should 
promptly answer letters from members, 
giving them all information they are en- 
titled to know about their own society. 
In addition to being an important part 
of the public, the members are the 
society. 

“The national administrative officials 
are chosen, through delegates in the ex- 
ercise of representative government, by 
the members to represent the members 
in running the members’ society. These 
officers will always be just as creditable 
representatives as the members want 
them to be. They ought always to be 
men and women of character, ability 
and good standing in their own com- 
munities. 


Much Depends on Field Men 


“Tf the field forces, or any of them, 
are of easy business morals, if they are 
deadbeats, if they dress in a slovenly 
manner, if they do not know their busi- 
ness thoroughly, if they are not loyal 
to their employers, if they do not bear 
good reputations among those who know 
them best, the society will not be highly 
regarded. 

“On the other hand, if they are of 
good character, if they pay their bills, 
if they tell the truth, if they dress neatly, 
if they are true and loyal fraternalists, 
if they are qualified salesmen, if they use 
good language, and if they have the con- 
fidence and respect of their communities, 
their society will be well thought of. 
They should be thoroughly investigated 
through references, former employers 
and inspection reports before being em- 
ployed. They are the society’s agents 
and the society is morally and legally 
responsible for many of their acts.” 

Local lodge officers should be leaders 
among their group, he said. Most of 
them being elected by the members of 
their lodge, they will fairly represent the 
ideals of the local group. All national 
officials, field workers and local lodge 
officers should be good citizens and take 
part in their community’s life and ac- 
tivity. If they are creditable representa- 
tives of the society, business men will be 
more likely to feel that their organiza- 
tion is worthy of confidence and support. 

“It is not likely that a society will be 
much better than the members who 
compose it,’ Mr. Aleshire concluded. 
“The discriminating public will know 
this. While a good fraternal society is 
good enough for the best, it is still true 
that we shall probably continue to draw 
our support largely from the middle 
classes. We do not, however, owe any 
obligation to the impecunious or the 
immoral. It is a great waste of time 
and money to solicit for membership 
those who quite certainly will not be 
able to keep up their payments or those 
with whom we ourselves would not care 
to associate in the lodge room. 

“Since members written are not likely 
to he of much higher standard than the 


field worker himself, it is all the more 
important that our field forces should 
be of the best repute. The general 
public must never get the impression 
that every one may secure protection 
through a fraternal society. Moral and 
economic hazards are quite as important 
as health and occupation.” 


Michigan Managers 
Discuss Recruiting 


Recruiting was the subject of a round 
table discussion, led by R. M. Norring- 
ton, field director Gleaner Life, at the 
monthly meeting of the Michigan Field 
Managers Association held in Detroit. 





Mr. Norrington, who is association 
president, divided this topic into six 
parts: (1) Why it is necessary to obtain 


quality representation, rather than quan- 
tity?; (2) sources from which to obtain 
agents; (3) what the fraternal societies 
can offer prospective agents; (4) what 
the societies can demand from their 
agents; (5) what types of agents should 
be developed; (6) compensation. 

It was agreed that quality is more es- 
sential than quantity. The fraternal sys- 
tem and the individual society are judged 
largely by those who represent them. 
Quality men will sell properly and will 
write persistent business. Lack of qual- 
ity leads to failure and cancellation and 
sets up an army of “knockers” to the 
selling of fraternal insurance which in 
turn sets up a resistance to future de- 
velopment. 


Tells Sources Found Best 


The best sources from which to obtain 
agents seem to be member and commer- 
cial agents with good previous records. 
Next in order come successful salesmen 
with no previous insurance experience, 
young college men looking towards a 
career—personal contacts of the district 
managers. 

What the fraternals have to offer con- 
stitutes many advantages of interest to 
those seeking a permanent position. The 
system has had no failures. There is 
splendid opportunity of advancement 
through a clean, outstanding record. 
There are groups of members to serv- 
ice, the large majority of whom are un- 
derinsured. There are lodge meetings 
and group gatherings which furnish con- 
tacts. There is a human aspect to the 
societies and the membership is welded 
together in a common interest. 


Societies Can Demand Quality 


In return the societies have a right to 
expect the acquisition of quality busi- 
ness, the constant supervision of the in- 
surance requirements of all members 
under their control, the maintaining of 
good will and the promotion of lodge 
activities in their assigned territories, 
Mr. Norrington said. 

There was a discussion of full time 
and part time agents and the obtaining 
of membership aid from those who are 
not under contract with the home office. 

The subject of compensation is one of 
utmost importance, Mr. Norrington said, 
for a prospective agent must ascertain 
that the job will provide him an ade- 
quate income. If this cannot be provided 
the agent had better not start on a full 
time basis. There seem to be too many 
contracts entered into without giving 
sufficient thought to the future, and for 
this the management is largely to blame, 
he said. : 

The next subject, for the meeting May 
27, will be “Membership Cooperation,” 
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to be conducted by Mrs. Ethel Hayford, 
vice-president Woman’s Benefit. 


W. O. W., Omaha, Celebrates 
Its 50th Year June 6 


Woodmen of the World, Omaha, is 
prepaeing to celebrate its 50th anniver- 





sary June 6. Golden anniversary meet- 
ings will be held throughout the coun- 
try. Field men have been striving to 
round up many new members for the 
occasion. A half hour commemorative 
program will be broadcast from station 
WOW, owned and operated by the so- 
ciety. Anniversary stickers were pre- 
pared to be placed on automobile wind- 
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FIFTY-SEVEN YEARS 


@P ON JANUARY 5, Modern Woodmen of America 
rounded out fifty-seven years of faithful 
life insurance service to members and 
beneficiaries. During this long period 
the Society has disbursed in excess of 
$610,000,000 in death and cash benefits. 
All claims are paid with a promptness 
equaled by few life insurance organiza- 


@p> MODERN WOODMEN OF AMERICA has always 
fulfilled its mission of human helpfulness. 
It has disbursed thousands of dollars in 
cash for the relief of distressed members 
throughout the United States. 
than 11,000 members have been treated 
free of charge at its tuberculosis Sana- 
torium in Colorado. 
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Association for Lutherans has gained a very enviable 
position in the fraternal life insurance field. 


Its record for gain of life insurance during the year 
1939, and the entire period of the depression, 
standing among the legal reserve fraternal societies, 
and to-day the Aid Association ranks among the six 
who lead in gain in life insurance in force. 
recognized everywhere as one of the most successful 
life insurance organizations in the United States and 


thirty-seven years of existence, the Aid 


is out- 
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shields and in other promineut places. 
Silk banners will be awarded to camps 
which secure $50,000 of new business in 
the period Jan. 1-June 6, and other 
camps which qualify with $35,000 and 
those with $20,000 will get other ban- 
ners. Gold lapel pins will be presented 
to field people who secure a minimum 
of $50,000 of business. 

De E. Bradshaw, president, has called 
a meeting of the board in Omaha, June 
3-6. Open house will be held in the 
WOW headquarters. Civic organizations 
will unite June 6 as hosts to the board 
at a luncheon. In the afternoon a par- 
ade will be held, including adult and 
junior teams, Woodmen Circle, the affil- 
iated women’s society, cooperating. A 
celebration program will be held in the 
city auditorium that evening, the pro- 
gram to be carried over WOW and the 
NBC in a nationwide hookup of 100 
stations. Harry Root, son of the 
founder, who holds the oldest numbered 
certificate, and President Bradshaw will 
speak. 


Campaign for Hadley Nets 
Total of 9,254 New Members 


Che birthday campaign of Protected 
Home Circle in honor of President S. H. 
Hadley, extending over nine months 
and ended March 31, netted 9,254 new 
members, of whom 4,947 were adults 
and the remainder juniors. Campaign 
awards were made on oe basis of net 
increase, Michigan under FF. E. Wiswell, 
state manager, winning ai 7.5 percent 
increase on the basis of increase based 
on the size of membership; and Cleve- 
land, under J. F. Cohagan, winning first 
in another division for net increase 
without respect to size of district or 
percentage. 

The Indiana grand circle will hold its 
convention in Indianapolis May 6-8, the 
Ohio grand circle its convention in 
Cleveland July 8-10, and Missouri grand 
cirele its biennial session in St. Louis 
May 28. 


Celebrate at Peoria May 25 

PEORIA, ILL. — The Peoria chap- 
ter of the National Fraternal Congress 
will celebrate “Fraternal Day” May 25 
with a banquet. There will be drills 
and exhibitions of drum and_ bugle 
corps, directed by James Duffield, 
Harry Sandman and Bert Winan. Offi- 
cers who will direct the day’s events 
are: Tom Haege, president, state man- 
ager Modern Woodmen; Harry Sand- 
man, vice-president, representative Mac- 
cabees, and Mrs. Ruth Faulkin, secre- 
tary-treasurer, district deputy Woman's 
Benefit. 


Given $1,000 on 96th Birthday 

Judge Peter Kaiser of Ottawa, Kan., 
received a check for $1,000 on his 96th 
birthday, April 11. The check was 
presented by Standard Life of Law- 
rence, Kans., in which he had carried a 
policy since 1902. As he outlived his ex- 
pectancy on the life insurance tables, 
the face amount of his ordinary life 
policy was paid as an endowment. 

He is in comfortable health in spite 
of his advanced age. 


New Nebraska President Named 
LINCOLN, NEB. — The executive 


poard of the Nebraska Fraternal Con- 





Wana Philadelphia ‘Cumuiiiiee 


A committee of five has been named 
to assist in the preparation of the 
“Women’s Day” program for the Phil- 
adelphia convention of the National As- 
sociation of Life Underwriters in Sep- 
tember, according to Alice E. Roche, 
Provident M utuaI1,_ Philadelphia, 

vomen’s convention program chairman. 
The committee consists of: Mrs. Alice 
T. Gunn, John Hancock, Boston; 
Pearle Easley, Massachusetts Mutual, 
Oklahoma City; Mrs. Nellie Byrd Otto, 
New York Life, Kansas City; Mrs. 
Genevieve Forsberg Macliver, Equitable 
Society, San Francisco, and Mrs. Marie 
B. Parker, Equitable Society, Denver. 
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gress has named W. H. Carson of Lin- 
coln, state manager Modern Woodmen, 
as president to succeed Mrs. Lena Herre 
of Fremont, who resigned because of 
ill health. The board also named Mrs. 
Fay Shatto as program chairman for 
the forthcoming state convention, and 
Fred Cassidy in charge of banquet 
arrangements. 


Canadian Group Meets May 16-17 

The annual meeting of the Canadian 
Fraternal Association will be held in 
London, Ont., May 16-17. A. P. Earle, 
president Montreal Life and Canadian 
Life Insurance Officers Association, and 
Miss Frances D. Partridge, secretary 
Woman's Benefit, and president National 
Fraternal Congress, will be among the 
principal speakers. 


Society Is to Meet May 14 

The supreme lodge of New England 
Order of Protection, Boston, will hold 
its 53rd annual session at Hotel Statler 
there May 14. 


MANAGERS 


Coffin Outlines Four Vital 
Factors in Agency Morale 


Vincent B. Coffin, vice-president Con- 
necticut Mutual Life, spoke before the 
General Agents & Managers Round 
Table of Baltimore on “Motivation.” 

In stressing the importance of agency 
morale, he outlined four points which 
he feels are vital. The two referring to 
general agents and managers are: (1) 
They must be willing to give help to 
the men in the field on their cases and 
the men must recognize that the general 
agent or manager is willing to give this 
help; (2) the general agents and mana- 
gers must have a genuine interest in the 
personal welfare of their men. 

The two points referring to soliciting 
agents are: (1) They must have the 
willingness to go through the motions 
necessary for success, i. e., continue to 
make new contacts, warm up old con- 
tacts, have a presentation that is pleas- 
ing and interesting, have personal pres- 
tige and to be efficient must love their 
work and work hard because they 
enjoy it; (2) they must have the 
desire to achieve. In this connection the 
general agent or manager must help, and 
the desired achievement must be some- 
thing near at hand and glamorous. 

Mr. Coffin said the general agent or 
manager can usually determine whether 
he has the proper morale in his office if 
he puts himself in the agent’s place and 
if he feels that his agency is one in 
which it is pleasant to work. 


Mutual Benefit Supervisors Meet 


Eleven Mutual Benefit supervisors rep- 








resenting nine agencies met in Cleveland 


for the first of what they hope will be 
a regular supervisors’ forum. Bruce Pal- 
mer of Detroit, general chairman for the 
first meeting, arranged a two-day pro- 
gram which was divided into four round- 
table sessions. Those conducting panels 
included R. B. Knapp, Cleveland, E. D. 
Carlough, Jr.; J. A. Blandford, Cincin- 
nati; W. D. Baskett, Jr., Chicago. 
“Strengthening Existing Agency Organ- 
izations” was the theme. It was decided 
to hold the next meeting in about six 
months. Mr. Carlough was named chair- 
man for the next meeting and Detroit 
was tentatively chosen as a_ meeting 
place. 

General Agent F. N. Winkler was 
host to the supervisors and their wives 
at a dinner. 


Problems to Be Solved 

SALT LAKE CIT Y—President A. N. 
Kemp of the Pacific Mutual Life spoke 
to the Utah Life Managers Association's 
meeting on “Life Insurance and Its 
Trusteeship.” “Ideals are more impor- 
tant than mere money making,” he de- 
clared. “Like other businesses,” he con- 





tinued, “we have our problems and their 
solution imperative; but no less than in 
the past is it certain that they will be 
solved.” 


Boston Supervisors’ Nominations 


The Boston Life Supervisors Club has 
nominated the following officers to be 
voted on at the annual meetings on May 
13: President, Kenneth D. Amidon, 
Prudential; vice-president, Boyd L. 
Cook, Aetna Life; secretary-treasurer, 
Merrill Garcelon, National Life. 


Managers School in Texas 

The California-Western States Life 
will hold a managers school for newly 
appointed agency leaders in Austin, 
Texas May 20-31. It will be conducted 
by Ray P. Cox, vice-president and man- 
ager of agencies; Ernie Guttersen, in- 
spector of agencies, and Balie P. Can- 
trell, Texas supervisor. The courses 
will cover field agency practices, train- 
ing, supervision and financing agents. 


Motion Pictures at Meeting 


At the meeting of the Omaha Life 
Cashiers Association R. L. Page, a pub- 
lic relations representative of the North- 
western Bell Telephone Company, 
showed the motion pictures “The Voice 
of Mr. X” and “The American Portrait.” 

M. J. Almsteier, Lincoln National Life, 
president the association, explained the 
purposes of the association. C. : 
Webb, Bankers Life of Iowa, secretary 
and treasurer, outlined plans for future 
meetings. Virginia Hansen, John Han- 
cock, membership chairman, spoke about 
the campaign for new members. 


POLICIES 


Jefferson Standard Adopts 
New Tables, Changes Rates 


Jefferson Standard has adopted the 
new standard annuity tables for single 
premium immediate annuities and at the 
same time changed the annual premium 
elective annuity to agree with that basis. 
The cash values on the elective annuity 
have been placed on a more conservative 
basis, also. The new cash values and 
income per $1,000 of cash value are 
shown in the accompanying table: 


Mo. Income per 
$1,000 Proceeds 











Cash Value 














End $100 ——Life Annuity 
of Ann Att. 
yr. prem age M. F. 
1 47 50 5.01 4.53 
2 139 51 5.12 4.62 
3 239 52 5.24 4.71 
4 342 53 5.37 4.81 
5 448 54 5.50 4.91 
6 555 55 5.63 5.01 
7 666 56 5.78 5.12 
8 780 57 5.93 5.24 
9 897 58 6.09 5.37 
10 1,018 59 6.26 5.50 
IL 1,141 60 6.44 5.63 
12 1,268 61 6.63 5.78 
13 1,399 52 6.83 5.93 
14 1,534 63 7.05 6.09 
15 1,673 64 7.27 6.26 
16 1,816 65 7.51 6.44 
17 1,963 66 7.76 6.63 
18 2,115 67 8.03 6.83 
19 2,271 68 8.32 7.05 
20 2,437 69 8.62 7.27 
21 2,603 7 8.94 7.51 
Inst. Refund 
22 2,774 50 4.59 4.24 
23 2,949 51 4.67 4.30 
24 3,131 52 4.75 4.37 
25 3,317 53 4.83 4.44 
26 3,510 54 4.92 4.51 
27 3,708 55 5.02 4.59 
28 3,911 56 5.12 4.67 
29 4,121 57 5.22 4.75 
30 4,338 58 5.32 4.83 
31 4,561 59 5.44 4.92 
32 4,790 60 5.55 5.02 
33 5,027 61 5.67 5.12 
5,270 62 5.80 5.22 
5,521 63 5.94 5.32 
5,779 64 6.07 5.44 
6,045 65 6.22 5.55 
6,319 66 6.37 5.67 
6,602 67 6.53 5.80 
6,892 68 6.70 5.94 
8,482 69 6.88 6.07 
10,325 70 7.07 6.22 


Guardian Life Interest Rate 


During 1940 the rate of interest pay- 
able on withdrawable policy proceeds of 
Guardian Life is 3 percent for issues 
prior to March 1, 1939, and 2% percent 


for issues after that date. Non-with- 
drawable proceeds will receive 3/2 per- 
cent interest for all issues. 

At the bottom of page 181 of the Little 
Gem Life Chart the words “withdraw- 
able” and “non-withdrawable” should be 
transposed to agree with this. 


Family Group Policy 
Has Surprising Appeal 


There are many who claim to have 
originated the family group type of cov- 
erage, but the contract seems to have 
appeared simultaneously in numerous 
widely separated spots. This plan, coy- 
ering all members of the family under 
one policy, has an appeal that has not 
been equalled since the advent of the 
family income plan ten years-ago. 

Basically, the plan provides individual 
coverage for each member of the family 
with the total premium being the sum of 
individual premiums depending upon age 
and amount. Death benefits are graded 
on children under age 5 and the contract 
is usually written under non-medical 
rules. Frequently, there is a provision 
for waiver of the total premium upon 
death of the head of the family, but with 
some limitation on the number of pre- 
miums to be waived. 


Ordinary Life Predominates 


Early policies were written on 20 year 
or longer term forms, but the predomi- 
nating plan now is ordinary life, with 
limited payment life and endowments 
also available. 

The following is a fairly complete list 
of companies writing family group con- 
tract: 

American Savings, Mo., American 
United, Amicable, Brotherhood Mutual, 
Ind., Capitol Life, Central States, Colo- 
rado Life, Continental Assurance, Fed- 
eral Life, Great American, Tex., Ken- 
tucky Home Mutual, Liberty National, 
Mid-Continent, Okla., Midwest Life, 
Minnesota Mutual, National Fidelity, 
Occidental, Cal., Pathfinder Life, Peo- 
ples Life, Ind., Protective Life, Reserve 
Loan, Seaboard Life, Security Mutual, 
Service Life, Sovereign, Can., State 
Capital, N. C., State National, Texas 
State Life, United Fidelity, Tex. 


Boston Actuaries Meet Friday 


BOSTON — The Actuaries Club of 
Boston meets May 3, with H. H. Pierce 
as chairman, assisted by J. W. Tebbetts 
and A. E. Cleary. Topics to come up 
are company reports, new gain and loss 
exhibit, new mortality table for indus- 
trial insurance, modifications in the pol- 
icy provisions to meet the New York 
code, bearing on liquid assets of the re- 
placement of policy loans by bank 
loans, and procedures to be followed in 
computing and accounting for net un- 
collected and deferred premiums and 
advance premium liability. 
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Sales Job Is Thoroughly 
Analyzed at Hartford 


By RALPH E. RICHMAN 


HARTFORD—Practically every fac- 
tor in selling life insurance from pros- 
pecting to servicing was covered by the 
outs standing speakers at the annual sales 
congress of the Connecticut Association 
of Life Underwriters here. 

Ideas on prospecting were presented 
by Thomas P. Allen, associate general 
agent, Massachusetts Mutual, Brooklyn. 
When the prospect's secretary asks, after 
reporting that her employer is out, “May 
I do something for you?” the agent may 
reply: “I am sure your employer will 
not object to my telling you that I am 
his insurance man and if you have a few 
minutes maybe I can do something for 
you.” That can lead at once into an 
insurance solicitation. 

Mr. Allen advocated seeking informa- 
tion about named people when _ pros- 
pecting rather than asking for names 
themselves. 


Does Two Jobs 


Direct mail does two jobs for its user, 
according to Mr. Allen. First, it helps 
to break the ice for the salesman and 
second a plan of use and follow up gives 
the salesman a definite track for opera- 
tion. 

Mr. Allen favors simplified program- 
ming and package selling. One of the 
best package sales is that providing re- 
tirement income. The social security 
approach offers a good opening, giving 
the agent an opportunity to obtain date 
of birth and approximate income. Mr. 
Allen contrasts the savings method 
requiring $500 a year to age 60 to 
provide $100 a month for life beginning 
at that age with the life insurance plan 
which does the same job with $200 less 
deposits a year. He then outlines other 
advantages of the life insurance plan to 
the young man as better credit standing, 
emergency expense fund, preparation for 
meeting obligation to parents or to fam- 
ily if married later. 


Releases Balance of Income 


When the young man makes certain 
of old age protection, he has not tied up 
his income. In fact he has released 
most of it for other purposes because 
primary obligations have been met. 
When the young man sets and holds to 
an insurance financial plan he can more 
easily ward off the would-be borrowers 
who will be ready to take over a sub- 
stantial part of his income. Also the 
young buyer of insurance has already 
started to extend his life span because 
evidence is overwhelming that old people 
with secure incomes live longer. Within 
10 years after beginning the plan, any 
young man has a nucleus for getting a 
monthly income then. He need not wait 
for age 60 if emergency requires earlier 
use. 


GANTZ TALKS 


Fictions in the life insurance business 
were pointed out by Joseph M. Gantz, 
general agent Pacific Mutual, Cincinnati. 
The first fiction he attacked was the 
fiction that fundamentally prospects are 
different. Emotionally, when it cOmes to 
the deep things of life, there is only one 
type—the type that will respond to love 
for family and self. His reactions 
throughout life are not based on logic, 
but on emotion and life insurance is sold 
on emotion. Life insurance men too 
often are afraid to picture in all its bleak- 








ness the consequences of death to 
survivors. Mr. Gantz demonstrated the 
power of emotion in his own talk—emo- 
tion expressed powerfully in humor and 
pathos. When told by the prospect to 
come back in two weeks, he says, “If 
you are not here, who shall I talk to?” 

Be a human being and know that the 
prospect is a human being, Mr. Gantz 
stressed. 





CLARK EYES SUCCESS 


What common method is used by suc- 
cessful life insurance salesmen? For 
many years, Paul Clark, vice-president 
John Hancock Mutual Life, has observed 
successful salesmen to seek the answer 
to that question. He has found that the 
dominating characteristic of successful 
men is that they are keenly alive to the 
problems and needs of the buyer. They 
do a lot of indirect selling. 

Indirect selling, Mr. Clark said, con- 
sists in linking up life insurance with 
some purpose or idea already in the 
buyer’s mind. Maybe curiosity about 
whether he can pass the examination will 
become a more important factor in the 
sale than any direct selling appeal. 





Wish to Protect Investments 


Protection of an investment already 
made is one of the most powerful indi- 
rect methods for selling business life 


insurance. Mr. Clark once sold a gover- 
nor, partly by planting the idea that 


the governor was generally known as 
one who did not believe in life insurance. 
Further conversation led to a sale and a 
front page announcement that the gov- 
ernor had just purchased a business in- 
surance policy of $500,000. When Daniel 
G. Wing, Boston banker bought volun- 
tarily, saying that he wanted to have 
some of his money in the little fellows’ 
bank because that depository would 
probably be safest, Mr. Clark was able 
to use the statement effectively in sell- 
ing many others. 


Interesting Facts Help 


Use isolated, interesting facts as test 
methods of indirect selling, suggested 
Mr. Clark. March is the highest mor- 
tality month; June is the lowest. Roger 
Babson says that for 99 percent of the 
people, life insurance is the best invest- 
ment. Mortality rates have been lower 
for the past two years than in any time 
in our history. A suggestion to older 
holders of ordinary or other insurance 
that they pay up these existing policies 
and use their options for old age income 
may not bring immediate commissions, 
but the service rendered often leads to 
new buyers. 

Commissioner Blackall of Connecticut 
closed the morning session with some 
illustrations of failure to give the best 
informational service to buyers on con- 
tracts. He urged the agents to learn 
what their contracts provided and how 
to explain and fit them to the buyer. 


VISUALIZE COVERAGE 


In 1935 Frank L. McFarlane, Aetna 
Life, Cleveland, left his salaried position 
in life insurance to undertake personal 
production. Before he began work he 
consulted the man believed by him to 
have done the best job of prospecting. 








This successful agent told him that he 
tried to make each buyer visualize com- 
pletely what his life insurance would do 
for him. Based on this advice, Mr. 
McFarlane set up a sales procedure for 
himself. 

For each of his 500 clients he con- 
stantly checks possible reasons for pur- 
chasing life insurance and _ possible 
means of service. Some of these check- 
ing points are the program possibilities, 


insurance on the wife, insurance on 
children, business life insurance, group 
insurance, tax needs and will making. 


Mr. McFarlane’s approach is always on 
a point of service regarding a man’s 
present insurance. No man ever resents 
that approach, he said. 


New Client of Month Club 


The McFarlane New Client of the 
Month Club is a special mail device sent 
out once each month to 160 centers of 
influence, asking for the name of one 
man who would appreciate the kind of 
service the buyer himself has received. 
The return card enables the center of 
influence to check whether his name may 
or may not be used. Constant checking 
personally with these centers has helped 
make the plan a success. In 1938, Mr. 
McFarlane wrote $243,000 on leads from 
the club and in 1939, 40 cases for 
$296,000. Reporting back to the center 
of influence on results of calls his lead 
and thank you calls bring more referred 
prospects. Advisors in finance such as 
auditors, brokers, bankers accountants 
are exceptionally good centers of influ- 
ence and when they are convinced the 
agent knows his business, they will not 
hesitate to help. 


Three Approaches Used 


Three approaches serve for all of 
Mr. McFarlane’s calls, and 98 percent of 
the prospects get the same sales talk. 

A most important part of prospecting 
is conscious prestige building, according 
to Mr. McFarlane. First comes a first 
class job for each buyer, so good that 
the buyer will mention it. Second, the 

L. U. designation is proving con- 
stantly more valuable, particularly in 
winning and holding increased respect of 
present policyholders. Mr. McFarlane 
advised the agent to make sure that 
his own clients know that he stands well 
among the men in his own business. 
The agent should give the public reasons 
for believing that he knows his business 
and can give real help and service. A 
man is judged not by what he knows 
he can do, but what the public knows or 
believes he can do. Prestige building is 
far too much neglected, according to Mr. 
McFarlane. 


Qualifies Intentions 


After a service approach and picture 
taking interview, Mr. McFarlane def- 
initely seeks to learn whether the pros- 
pect can or will buy by asking, “If your 
present insurance will not do the finan- 
cial job you believe should be done, how 
much can you save each month toward 
increasing that program?” An answer 
that does not indicate serious interest 
sends Mr. McFarlane to a new prospect. 

Five hundred good clients should en- 
able the agent to achieve the $1,000,000 
production goal, according to Mr. Mc- 
Farlane. One of five clients buys a new 
contract each year. One out of 20 
clients provides a name of a prospect 
who buys. That makes 125 applications 
which at an average of $10,000 puts the 
producer in the $1,000,000 class. 

By 1925, almost as large a proportion 
of the people in the United States had 
purchased life insurance as own it today. 
In 1905 only 15.4 percent of the United 
States population owned life insurance; 
in 1925 the percentage had reached 49.6 
and today it is around 52 percent. Life 
insurance then passed the extensive peak 





of bringing in numbers of buyers some 
years ago. This was the opening point 
made by David McCahan, dean of the 
American College of Life Underwriters 
Future growth of volume must come 
from more intensive use of life insurance 
by about the same number of buyers 
That means a greater variety of uses 
by the buyer and a greater use for 
achieving purposes partly achieved in the 
past by other methods. The current 
market for life insurance is in what the 
economist calls the intensive cultivation 
period. 


Situation Favors Agent 


The more difficult it is to 
cause of taxes and risks, 
portant becomes the certainty of the 
Savings method chosen. That is to the 
advantage of the life underwriter, Mr. 
McCahan pointed out. Another advan- 
tage is the low interest rate of today 
Widows and orphans can seldom live 
today on interest. They can live only 
when the estate is liquidated on a busi- 
nesslike basis. Only life insurance com 
pany incomes offer to meet that nece ssity 
safely and with regularity. 

Today the public is 
tribution costs, not only of life insurance, 
but of other goods and services. Mr 
McCahan would have the companies and 
agents do all possible to make the buy- 
ers conscious of the service of the 
distributor of insurance. 


WARNS OF DANGERS 


Closing the day’s sessions was the talk 
of Charles J. Zimmerman, president Na- 
tional Association of Life Underwriters, 
who urged agents to become educators 
of the dangers inherent in government 
social services. These services when 
they go beyond subsistence requirements 
in cases of real emergency, can expand 
until they become certain causes of inse- 
curity for all. Life underwriters can 
help teach the public where the border- 
line of financial safety lies in solving 
problems of social security. 


Can’t Wait Too Long 


The young man who would wait be- 
fore undertaking the obligation of pre- 
mium paying because he can not see all 
the road ahead, was compared by Mr 
Zimmerman to the engineer, who would 
not start from the station until he knew 
that all the right of way to his destina- 
tion 100 miles away was open and clear 
What the engineer does is to start when 
the signal shows the next mile to be 
clear. That is what most people must 
do when making any important financial 
decision. 


Tears Up Policy 


As a service approach, Mr. Zimmer- 
man illustrated a dramatic method by 
tearing up a policy sheet by sheet, stating 
as he tore up each one, “You would feel 
like throwing me out if I did that to your 
policy and rightly so. But are you sure 
your present contracts include those 
provisions? Wouldn’t it be a good plan 
to go over them and find out?” The 
technique is to describe special clauses 
of insurance contracts such as the com- 
mon disaster clause, the double indem- 
nity provision, the waiver of premium 
clause, the premium loan provision as 
sheets are torn, and raise doubts whether 
the prospect’s present contracts include 
those provisions. 

President Howard V. Krick of the 
Connecticut association, opened the sales 
congress. He is New Haven general 
agent for the Penn Mutual. He intro- 


save be- 
the more im- 


critical of dis- 








duced Philip I. Holway, Connecticut 
General, Hartford, who presided during 
the day. Edwin H. Fowler, Hampden. 


state supervisor John Hancock, was vice- 
chairman. 
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Program Given for 
Illinois Congress 


The complete program for the sales 
congress to be held in Springfield, IIL, 
May 18, in connection with the annual 
meeting of the Illinois Association of 
Life Underwriters, was announced this 
week by J. L. Taylor, manager Mutual 
Life of New York there, who is general 
chairman. The morning session is 
scheduled to start at 9:45 a. m. The 
program is: 

Morning Session 


called to order by mB A 


Meeting 


Stumm, president Illinois Association of 
Life Underwriters. 
Invocation, Rev. Wilder Towle. 


welcome, Mayor J. W. 
Springfield. 
Huffstettler, 


Address of 
Kapp, Jr., of 


Greetings, P. H. president 


Springfield Association of Life Under- 
writers. 

Address, “The Right Try-Angle,” Ben 
S. MeGiveran, life member Million Dol- 
lar Round Table, Northwestern Mutual 
Life, Eau Claire, Wis. 

Address, “The Steps in a Sale,” J. E. 
Rutherford, trustee National association, 
general agent Penn Mutual, Des Moines. 

Address, “Department Comments,” In- 
surance Director Ernest Palmer of Illi- 


nois, 


Afternoon Session 


Group singing, led by 
Session called to order by B. J. 
Illinois association. 
Report of association activities. 
Introduction, new _ officers, directors 
and special guests. 
“The Problem Agent’s Problem,” 


R. Albert Guest. 
Stumm, 
president 


Grant 


I.. Hill, director of agencies Northwest- 
ern Mutual Life. 

“Prestige and Progress,” J. H. Bren- 
nan, general agent Fidelity Mutual Life, 
Chicago. 

“Selling with Facts,” S. E. Martin, 
general agent State Mutual, Columbus, 


Ohio. 


Northern California Sales 


Congress Set for May 24 


SAN FRANCISCO — Speakers for 
the annual Northern California Sales 
Congress here May 24 sponsored by the 
San Francisco and Oakland-East Bay 
Life Underwriters Associations, have 
been announced as follows: 

Charles J. Zimmerman, president Na- 
tional association; W. H. Thomson, 
president Anglo-California National 
Bank; Henry Mosler, Los Angeles, 
chairman Million Dollar Round Table; 
Jack McCord, Los Angeles, general 
agent Columbian National, and Henry 
E. North, vice-president Metropolitan 
Life, who will speak as a trustee of the 
American College of Life Underwriters. 

The meeting has been arranged to 
permit agency luncheons during the day, 
according to V. T. Motschenbacher, 
manager Sun Life of Canada and gen- 
eral chairman. 

One hour of the 
devoted to a series of 10 minute talks 
by members of the Quarter Million 
Round Table, with Harry N. Lyon, Fi- 
delity Mutual Life, as chairman. Sam- 
uel Coombs, Equitable Society, presi- 
dent Oakland-East Bay association, will 
“Why People Buy’; Mrs. Rruce 
Connecticut General, “Why 
Prestige”; B. Von Senden, New York 
Life, president New York Life Top 
Club, “Why Life Insurance as a 
Career”; G. F. McKenna, Continental 
Assurance, and William V. Power, Con- 
necticut Mutual, “Why People Do Not 
Buy.” The final speaker will be A. A. 
Rosenshine, California attorney, who 
will speak on “Why Life Insurance?— 
the Buyer’s Viewpoint.” All except Mr. 
Rosenshine are members of the Quarter 
Million Round Table. 


Haynes New W. Va. President 


At the first annual state-wide conven- 
tion and sales congress of the West 


afternoon will be 


discuss 
M. Ashton, 





Virginia State Association of Life Un- 
derwriters at Charleston, which was fea- 
tured by the address of Senator Taft of 
Ohio, Pryce M. Haynes, Bankers Life 
of Iowa, Huntington, was elected presi- 
dent succeeding Lewis Milam, Equitable 
Society, Charleston. The first vice- 
president is E. I. Taylor, Guardian Life, 
Wheeling; second vice- -president, L, ON. 
John, Equitable Society, Morgantown. 
The secretary remains to be selected. A 
Huntington man will be chosen. 

It was agreed that future sessions will 
alternate among the seven association 
cities which, besides Charleston, are 
Bluefield, Clarksburg, Huntington, Mor- 
gantown, Parkersburg and Wheeling. 
Huntington was selected for the 1941 
session. 

More than 250 insurance people at- 
tended the sales congress and in addi- 
tion about 100 outsiders attended the 
dinner at which Taft spoke and the 
luncheon at which T. I. Parkinson, presi- 
dent of Equitable Society, was the 
speaker. 

There were present those who had 
been selected as the most representative 
students of the departments of business 
administration from 14 colleges in West 
Virginia. 


Topeka, Kan,—cChester Woodward, To- 
peka business and financial leader, spoke 
on “My Thoughts on Life Insurance” at 
the luncheon meeting of the Topeka As- 
sociation of Life Underwriters. He is 
a director of several important financial 
institutions and was for many years as- 
sociated with the Central Trust Com- 
pany, acquiring valuable experience in 
the mortgage and bond investment field. 
Mr. Woodward is a great believer in life 
insurance, both as an investment and a 
means of protection. 

Minnesota—Officers and directors met 
in St. Paul to check on arrangements for 
the annual meeting in Minneapolis May 
15. The place of meeting has been 
changed from the Nicollet to the Radis- 
hotel. C. J. Zimmerman, national 
and H. J. Cummings, agency 
Minnesota Mutual Life, 
speakers. 


son 
president, 
vice-president 
will be the principal 

Central Massachusetts—Max C. Fisher 
of the Metropolitan Life’s field train- 
ing division, spoke at a meeting in 
Worcester. 

Memphis, Tenn. 
lion dollar producer 
ern States Life, Cowley, 
the April meeting. 


Grant Taggart, mil- 
of California-West- 
Wyo., addressed 





Des Moines—George Pflanz, general 
agent Union Central Life, was named 
president by the directors to succeed 


Fremont South, Sun Life of Canada, re- 


signed, who has been transferred to 
Spokane, Wash. He has been vice-presi- 


dent. The office of vice-president was 
left open because of the short time re- 
maining before the annual meeting. 

Rochester, Pa. M. Thompson, Pitts- 
burgh general agent Lincoln National 
Life, spoke on “What Is Your Ambi- 
tion?” at the meeting of the Beaver 
Valley branch of the Pittsburgh asso- 
ciation. 

Baltimore—The first of a series of five 
lectures by Miss Sophia Bliven, man- 
ager of women’s department Penn Mu- 
tual Life, Philadelphia, under the aus- 
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pices of the women’s division was given 
this week. She is presenting opportu- 
nities for women in life insurance, es- 
pecially on the selling side. The course 
is in charge of Mrs. Helen Lay Tall, New 
England Mutual, chairman of the 
women’s committee. 

Chicago—The spring clinic, to be held 
May 10 for one hour from 4 to 5 p. m., 
will be featured by a skit. The script 
was written by C. E. Lindstrom, assist- 
ant manager Travelers, R. H. Wienecke, 
Mutual Trust Life, is the director. 

The advisory council will meet May 3, 
the last meeting of the present council. 
J. O. Todd, of H. S. Vail & Sons, is chair- 
man, and George Huth, Provident Mu- 
tual, co-chairman. Mrs. Lydia S. Smith, 
Evanston, Ill, whose paper on “Life In- 
surance In Action” won first prize award 


in the Chicago contest, has been awarded 
one of the fifth prize awards in the na- 
tional judging. 

Albuquerque, N. M.—L. P. Good, man- 
ager of the ordinary department of the 
Prudential at San Diego, Cal., stopped 
off here and gave a talk to the New 
Mexico life people. 

San Francisco—With Eva Pearsall of 
the Aetna Life as chairman, Mrs. Muriel 


manager the San Francisco 
Better Business Bureau, addressed a 
luncheon meeting of the women’s divi- 
sion on “Gyps That Pass in the Night.” 


Tsvetkoff, 


Miss Beatrice Jones, Equitable Society, 
New York City, head of the women’s 
division of the National association, 


spoke briefly. 


Duncan Steele Head of 
Iowa Farms Association 


DES MOINES— Duncan Steele, Des 
Moines, Iowa farm supervisor of Con- 
necticut Mutual Life, was elected chair- 
man of the Iowa Farms Association at 
its annual meeting here. The associa- 
tion is composed of men engaged in the 
management and supervision of farms 
and farm loans for insurance companies. 

Tom S. Hefley, Northwestern Mutual 
Life, was elected vice-chairman and 
J. H. Zigrang, American Mutual Life, 
secretary-treasurer. 

Directors are Thornton Jarmine, 
Aetna Life, J. S. Auner, Bankers Life 
of Iowa, and Paul Wilson, Central Life 
of Towa. Holdover directors are 
Arthur McGill, Equitable Life of Iowa; 
Walter Barns, Travelers, and Otto 
Ronnigen, Mutual Benefit. 

Jess Alton, Iowa A. A. A. crop in- 
surance supervisor, told of the govern- 
ment’s crop insurance program. 


U. S. Senator to Go on Air 

U. S. Senator H. Styles Bridges 
(Rep.) of New Hampshire will give an 
address Sunday, May 5, 9 to 9:15 p. m. 
eastern daylight saving time over the 
red network of NBC on “Life Insurance 
and the Federal Government.” It is pre- 


Chicago Association Slate 
Being Shaped This Week 





WILLIAM M. HOUZE 





William M. Houze, Chicago general 
agent John Hancock Mutual Life and 
chairman of the general agents and man- 
agers division of the Chicago Associa- 
tion of Life Underwriters, probably will 
be elected president at the annual meet- 
ing in June, to succeed L. M. Buckley, 
Provident Mutual. It is the custom to 
move the officers up in rank. 

The nominating committee, 
C. B. Stumes, Penn Mutual, 
this week to prepare the slate. 

Mr. Houze for many years has been 
one of the wheel horses of the Chicago 
association. As chairman of the general 
agents and managers, he has been a 
strong guiding force in the association. 
He has one of the truly successful agen- 
cies of the country which never fails to 
produce a good volume even in hard 


headed by 
will meet 


times. Mr. Houze has been a long time 
in the life insurance business and _ his 
views are sound and practical. Thus it 


is expected he will contribute much to 
the advancement of the Chicago associa- 
tion which last year took the lead na- 
tionally in membership and is expected 
to report a much larger roster this year. 








sumed that he will have much to say 
about the TNEC investigation of life 
insurance and the reported effort that is 
under way to place it under federal con- 
trol. The originating station will be 
WNAC, Boston. 
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ROOMS and Hill Streets. A hotel where you will 
enjoy hospitality to its fullest extent; 
555 where you will find your every wish an- 
ticipated. Whether you stay in Los An- 
BATHS geles for a few days or a month, choose 
Hotel Clark, downtown in the heart of 
things. 
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$777,285,815 
INSURANCE IN FORCE 


$73,092,083 
INCREASE FOR 1939 


Careful planning in the Home Office . . . Able 
and intelligent cooperation in the Field. . . 


Sympathetic understanding and coordination 


between the two. 
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DO YOU WANT 
TO SELL— 


An investment that yields a return compar- 
able to any conservative investment and at the 
same time insures the future welfare of loved 
ones? 

The cash value, in advance, of the net results 
of a lifetime of work and thrift? 

The peace of mind that comes with the 
knowledge of adequate insurance protection? 

A life insuramce company acts as trustee for 
a man’s investments and through perpetual 
management the results are guaranteed. You, 
alone, can sell the investment in cash value 
which yields peace of mind. 

If you are interested in the profession of the 
Life Underwriter, you will find it pays to be 
friendly with 
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WHEN THE NEED IS GREATEST 


Life insurance offers a guarantee of a 
known amount of income upon the 
happening of a certain event or at a 
self-selected date or age—a definite 
income ready at a time when the need 
is greatest and when the ability to meet 
the need is smallest. 


LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Bertrand J. Perry, President 











When Herbert E. Kerber, Equitable Society manager for northern Illinois, cele- 
brated his 25th anniversary with the Equitable he was presented with a shower of 
applications and bouquets of flowers. John C. Ballentine (right) is shown con- 
gratulating Mr. Kerber (left). Mr. Kerber, who has been located in Chicago, has 
now transferred his headquarters to Elgin. 


President C. E. Becker (left) of the 
Franklin Life was presented with a 
wooden shoe by W. J. Olive. general 
agent, and Harry Kramer and Kenneth 
De Pree of the Holland, Mich. agency. 


Fred A. McMaster (left), Mutual Bene- 

fit, Cincinnati, is author of the play 

“Good Property” that will be staged at 

the Ohio sales congress in Toledo this 

week. He wrote the play last summer. 

It was staged at the Mutual Benefit con- 

vention at Spring Lake. N. J.. by members 

of the J. S. Drewry agency of Cincinnati. 

Last fall the Columbus Life Underwriters 

Association put it on at their seminar and At the midwest agency management conference in Indianapolis: Left to right, 
it was repeated at the central Ohio sales E. Leo Smith, Indianapolis general agent Massachusetts Mutual, president Indian- 
congress in March. Mr. McMaster en- apolis General Agents & Managers Association, sponsors of the conference; Paul 
tered the business in 1935. In March of Speicher, R. & R. Service; E. A. Crane, Indianapolis general agent Northwestern 
this year he was second in lives and Mutual Life, general chairman; Claris Admas, president Ohio State Life, and 
sixth in volume for Mutual Benefit. Perry H. Rohrer, Chicago psychologist. 


Group that had an important part in first statewide convention and sales con- Chicago, president National association; T. I. Parkinson, president Equitable Society, 
gress of West Virginia State Association of Life Underwriters at Charleston-Lewis luncheon speaker; W. T. Earls, Connecticut Mutual, Cincinnati, a speaker, and R. 
Milam, Equitable Society, Charleston, retiring state president; J. Perry Meek, Acacia G. Turmey, Mutual Life of New York, Charleston, chairman of the committee in 
Mutual manager, Indianapolis, a speaker; C. J. Zimmerman, Connecticut Mutual, charge of the two-day event. 
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